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SOUTHLAND 
LIFE INSURANCE 


We have something to offer in the way Gm. COMPANY 
of a general agency that is very attractive he fs ty DALLAS, TEXAS 


to find with an old, conservative life com- 





Insurance in Force 


Over $66,000,000.00 
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om: ie rte Gp Ge Vice President & Treas. 
135 William Street, New York. 22OC =. LAWRENCE M. CATHLES, 
wemites — Vice President & Actuary 
om mraweo— PN. THEVENET, Secretary 


16 20 








4 A ar ers 
¥ iro 
Vert Care | 
STIS INET er er vere b 


pany. It will pay anyone interested to in- 











vestigate. -All communications confidential. 


r] 
A eTarrrnernn 











- 
«fil 


— 
eS St 

















} 
| 
' 


SPEED Biap.. 
AHEAD! ew, 


—s Duce ye Progress 


OVIDE > 5 LIFE DEPARTMENT 





mM 


IDE 
Roveerion of the South’s 
amet OLDEST 
LARGEST 


STRONGEST 





Winter has brought no serious delays in the construc= 
PERSONAL ACCIDENT tion of ‘‘The Most Beautiful Life Insurance Building in 

COMPANY! the World.’’ The magnificent edifice which is to afford 
é : enlarged service headquarters for the Lincoln Life is 
That command has gone down the line, and like : i 

: . . taking definite shape. 

the crews of the giant liners that shatter crossing 
records, every man in the Provident Organization is 
at his post, working smoothly and in unison, to extend 
and amplify the service this Company has so striking- 
ly rendered for 37 years. 


In carrying out that command we will be glad to 
have with us Life Producers whose caliber will justify @ INK uP (Jw THE (() LINCOLN) 


their association with such a program. 


The 

The Lincoln National Life Insurance Co. 
P R O Vv I D EK N T “Its Name Indicates Its Character’’ , 

LIFE end ACCIDENT INSURANCE CO. ein aiiniiais iii 


of CHATTANOOGA, TENN. Lincoln Life Building 
ESTABLISHED 1887 Now More Than $235,000,000 in Force 


Every detail of construction is with the view of aligning 
all service effort to most telling advantage. This ambi- 
tion of placing service foremost is a Lincoln Life char- 
acteristic which makes it pay to 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other | 
big strong men, life insurance presents big opportunities. 


No so many years ago the life insurance business was considered a place for the derelicts of # 
other businesses: men fit for nothing else could eke out a living peddling policies to their friends, 
But to-day the business of life insurance looks for successful men of affairs. The life insurance ]f 
agent of this day and age must be a man of vision. He must be a fighter. He needs brains. He } 
must have resource, w isdom and wit. He must be tactful and well-mannered. And surely he must ~ 
be a well-dressed and polished man of the world. In fact he must have every qualification neces- 
sary to a big business executive. To such men the business of selling life insurance does indeed 
offer wonderful opportunities. For such men there is no business offering greater independence 


and larger income than life insurance. 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it 
means less objections to be overcome. All this because the Perfect Protection Policy has been | 
developed with the greatest care to give its holders protection at every possible point. Perfect’ | 
Protection policies give to their owners the peace of mind that comes from the absolute know- 


ledge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you com- 
plete information. If the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY - 


of PITTSBURGH, PENNA. 














Tue Spectator is published every Thursdy by The Spectator Company, at 135 William Street, New York; N. Y. Entered as second-class matter June 28, % 
at the Postoffice, New York, N. Y., under the act of March 8, 1879, Tue Spectator, Volume CX, Number IX, March 1, 1923; $4.00 per ahnum. ‘ 
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PREREQUISITES OF A LIABILITY ADJUSTER 


y EB. 


EMORY 


Etna Life and Affiliated Companies 


LAIM adjusting is considered, I believe, one 
of the easiest jobs extant, almost on a par 
with being the husband of a rich widow. 
I have come to this conclusion after many 
years’ experience in claim work and have 
based it on the kind and character of the 
hundreds of applicants who come to me 

Men 

of no experience, no education, no business successes back of 


seeking a position as claim adjuster. 


them and no apparent ability, seem to think that after having 
failed elsewhere they are eminently fitted for a position as ad- 
juster with an insurance company. It certainly looks easy to 
spend the other fellow’s money, but to do so wisely and judi- 
ciously is at times a very different task. 

A successful claim department must be a well rounded-out 
institution. 


when discussing problems with a claimant who happens to be a 


It should contain men who are completely at ease 


Mills Hotel lodger or with a millionaire residing at the Plaza. 
Its personnel should be able to meet and intelligently discuss 
claim matters with either a Fifth avenue merchant or a Broome 
street pushcart peddler. In a cosmopolitan population, espe- 
cially such as we have here in New York, the successful claim 
department must almost of necessity number among its em- 
ployees men who can speak the more common of the foreign 
languages. For instance, a company doing any considerable 
volume of stevedoring insurance would have almost daily oc- 
casion to use an Italian interpreter. Such interpreters should 
be able not only to speak the foreign languages, but to read and 
write them as well. 


—. 


[t should include not only adjusters and 


From an address before the Insurance Society of New York, 


dd February 27, 
the Drug and Chemical Club. " 


field representatives, but also a considerable corps of clerks and 
statisticians whose work is in no way connected with the actual 
settlement of a claim, but at the same time is essential for the 
proper recording of the department’s activities and keeping 
experience data. 

The claim adjuster need not of necessity be a medical man, 
in fact comparatively few are, but at the same time he should 
have a considerable smattering of medical knowledge. He 
should be able to intelligently interpret a highly technical medi- 
cal or hospital report or bed-side chart. While it does not re- 
quire a lawyer to adjust a claim, at the same time a knowledge 
of legal procedure is invaluable and a thorough understanding 
of the law of negligence and liability almost an absolute neces- 
sity. A claim man is called upon to adjust as many different 
classes of claims as his company handles lines of business and 
he must be intelligent in all these lines. He must be able to 
construe the policy conditions with its many varied endorse- 
ments and he able to apply those conditions to the case at hand. 
An underwriter specializes on one or two particular forms of 
coverage, but the claim man must construe the coverage given 
by the policies issued by each of the underwriting departments. 

There seems to be an opinion prevalent among insurance 
men, erroneous, | know, but nevertheless prevalent, that the 
claim department is sort of a necessary evil which must be 
tolerated, but which is constantly transferring a favorable loss 
ratio into the red ink column, constantly raising technical 
questions and constantly exercising that same degree of diplo- 
macy which might be expected of a bull in a china closet. As 


a matter of fact, such a conception is as far from the true 


functions of the claim man as can be imagined. 
The claim department of a successful company must have 
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for its motto one word—“service’—and must constantly keep 
that motto in mind. It realized that its company sells two 
things when it delivers a policy, “protection” and “service.” 
The financial stability of the company guarantees the “protec- 
tion,” but it is the function of the claim department to render 
the “service.” It realizes that it can drive away more business 
within a week than the underwriter can secure within a month ; 
that it must meet the assured in a spirit of fairness and square- 
dealing ; that a satisfied customer is the best possible advertise- 
ment; that what its company expects is not only results, but 
satisfied results. 

In order to give that service to which the insuring public is 
entitled and in order to achieve those results quickly and satis- 
factorily, the claim department must have the co-operation of 
the underwriting and various other departments. Such co- 
operation should commence with the inception of the policy. 
The assured should fully understand the coverage which he has 
purchased. The broker or agent has created in him a desire for 
protection. He has confidence in his broker’s ability and judg- 
ment, and that, I believe, is the psychological moment to start 
an intensive course in insurance education with the assured as 
the pupil. He should not get the impression that the company’s 
interest in him ends when he has paid the premium. 

As a step in that effort at co-operation, I would suggest that 
the policy be most carefully checked before delivery. Altogether 
too frequently we find after a loss has occurred that the policy 
was not written by the agent or broker, as the assured had sup- 
posed, and that the loss in question is not covered. It is only 
after a loss has occurred that the claim department has occasion 
to examine the coverage and the burden of correctly informing 
the assured of such non-coverage falls upon it when as a matter 
of fact the error should have been discovered and corrected 
long before the matter came to its attention. The underwriter 
should point out to the assured plainly and concisely what is 
and what is not covered by his policy, what he should and what 
he should not do under a given set of circumstances, what he 
may and what he may not expect when the anticipated loss 
actually becomes a reality. 

When a loss does occur it should be promptly reported. No 
company can render service if it has no knowledge of the loss. 
Prompt service must necessarily depend upon prompt reports. 
Without the one you cannot have the other. The underwriter 
can very materially assist by co-operation in an effort to con- 
vince the assured of the necessity for immediately advising the 
company of the loss. The assured should be taught that his 
interests and the interests of the company carrying on his 


NEW JERSEY AGENTS MEET 
Robert P. Barbour Talks on Sidelights of 
Insurance 
Trenton, N. J., Feb. 27—Members of the 
New Jersey Association of Fire Underwriters 
conducted their semi-annual session today at 
the Stacy Trent Hotel. The conference, which 
was featured by talks on the various phases of 
fire and casualty insurance, also marked the 
thirtieth birth anniversary of the organization. 
“Sidelights of Insurance’ was the topic of an 
interesting talk given by Robert P. Barbour of 
New York city, vice-president of the North 
British and Mercantile Insurance Company. A 


Hicks of 


As We 
presided. 


conference. 


Walter 5S. Story, 


report of the casualty 
given by T. C. Moffatt of Newark. 
also given by James L. Case of Norwich, Conn., 
president of the National Agents Association; 
Summit, N. J., and others 


About seventy persons attended the 


W. S. Story with Mutual Life 
for twenty-five 
member of the home office staff of the Massa- 
chusetts Mutual Life of Springfield, has been 
appointed successor to Stewart 


4 


liability insurance are identical. If that fact can be brought 
home to him at the inception of the policy period, the later 
difficulties of the adjuster will be greatly minimized, The 
adjuster will then be looked upon as a co-worker in an effort to 
combat the enemy rather than with distrust. Eradicate from 
his mind the thought which seems to be altogether too prevalent 
that in the event of a loss he must must look upon the adjuster 
with suspicion. The agent should teach him that, from rs in- 
surance standpoint at least, he believes in the big brother moye. 
ment and that the agent as his brother has absolute confidence 
in the fairness of the company in which his insurance is placed 
Whenever he has occasion to discuss the claim man with the 
agent or underwriter he should be shown that they have the 
highest regard for the fairness, the ability and integrity of the 
adjuster; that they respect his calling, his reputation, his 
veracity and his honor, | 

If the agent and underwriter will express to the adjuster this 
same confidence in his ability and judgment, if they will edy- 
cate him regarding the peculiarities and characteristics of the 
assured, his hobbies and his idosyncrasies, they will have gone 
a long way towards guaranteeing to the unfortunate assured 
who has sustained a loss that which we all desire, “successfy! 
claim service.” 

The claim department perhaps more than any other one de- 
partment must be jealous of its reputation, not only because 
of its own standing in the insurance world, but because the 
success and prestige of its company depend very largely upon 
its conduct. It must constantly bear in mind the fact that it 
is expending the company’s money in compliance with the terms 
of a contract which the company framed and voluntarily as- 
sumed; that the adjustment is being made at a time when the 
claimant is in difficulty. It must not permit the adjuster, no 
matter what the temptation may be, to drive a sharp bargain in 
violation of the principles of honor and honesty. 

Probably no class of individuals is subjected to greater 
Almost daily in the work of 
handling claims, the adjuster is confronted with a suggestion 


temptation than are adjusters. 


of some form of graft or dishonorable alliance with the claimant 
either directly or indirectly. With that fact in mind the manager 
of a claim department must be particularly careful when en- 
gaging not only his adjusters, but every employee who has to 
do with the claim files in any way, to assure himself of the 
rigid honesty of such employees. He must keep constantly in 
mind the fact that the honor and reputation of his department, 
his company and possibly the insurance business as a whole 
are in his keeping. 


manager of the literary department of the 
\Iutual Life of New York. Mr. Story has for 
many years been a recognized writer of fine 
ability, and brings to his new position the 
necessary knowledge of an agent’s work and of 


insurance situation was 
Talks were 


Mr. Hicks, who is president of the association, agency needs in respect to advertising material. 





“The Pest of Paper Money; Its Cause and Cure,” 
written by I. TI. Lionberger, chairman of the American 
Credit-Indemnity Company of St. Louis, Mo, has 
been issued in leaflet form and copies may be ob- 
tained on request by those interested in the subject. 
It is designed to shed light upon the international 
monetary situation, which, as everyone knows, is n0W 
very disturbed and complicated. 
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THE MONOPOLISTIC STATE FUND IN 
NEW YORK 
N the New York daily newspapers of 
the week two communications have ap- 
peared relating to the monopolistic State 
fund bill for workmen's compensation 
insurance, a bill now pending before the 
New York New 


York Times appeared a letter from O. G. 


Legislature. In the 


Browne, assistant secretary of the Self- 
Insurers Association, in which letter at- 
tention is called to the rights of self- 
insurers and the neglect of the same in 
the State fund bill. The argument therein 
contained is worthy of notice: 


There is no better protection than that fur- 
nished by the self-insurer under the sound law 
that prevails in New York. In addition to the 
securities he deposits with the Commissioner 
a a guarantee, his business, his plant and all 
his property by the terms of the law hecome 
liable for the compensation obligation. He has 
his own organization. If an accident occurs 
he makes an investigation, and under the im- 
mediate-payment system prevailing makes an 
immediate payment of compensation. His act 
is later viséd by the Industrial Board, and if 
his acts have met with its approval the trans- 
action is closed, It 


method of 


possible 
matter. 


is the simplest 
handling this important 
How could any system be devised which would 
induce payments to be made quicker? Th 
answer is that under a competitive State fund 
it is the one system that has lagged behind the 
others in prompt payments. It is inconceivable 


that a bureaucratic public 
agency could be any quicker. 
In so contributing to the State fund, how- 


ever, the employer is assuming an expense 


non-competitive 


Which he does not have to assume as a self- 
msurer, Ile pays his money into the State 


lund for premiums, but he is obliged to do the 


same work with his regular organization in 
connection with the case, except the actual pay- 
ment of the claim, that he would do as a self- 
Therefore, the State fund not only 
offers no economy for self-insurers, but, on the 


insurer. 


other hand, forces the self-insurer who is now 
obtaining this service at actual cost to con- 
tribute the fifteen per cent, or whatever ratio 
the business costs. toward the maintenance of 
this State bureau 


P. ‘Tecumseh Sherman, a well-known 
attorney in New York, discusses a dif- 
ferent phase of the question in a letter 
New York 


addressed to the Tribune. 


He says in part: 

The effect of pending measures to give to 
the New York State Fund the 
monopoly of workmen’s compensation insur- 
ance would be to create the most powerful and 


Insurance 


dangerous political machine the State has ever 
known. There would be bound in the manage- 
ment of that fund the power of patronage over 
a multitude of jobs, the power to fix the pre- 
mium rates for compensation insurance in un- 
bridled discretion, and the power to use or 
misuse the huge reserve funds that would be 
required for insuring the payment of all the 
compensation liabilities in the State. 


INSURANCE FUND CONTROL 


The potential danger lurking in the political 


management of this gigantic reserve fund 
should be enough to defeat these measures if 
there were not many other sound economic 


reasons for their rejection. If the pending bill 
should be enacted the management of the State 
Fund would not merely control the assessment, 
collection and disbursement of the current com- 
pensation State 
(which would amount at the start to some- 
where about $60,000,000 per annum), but would 


insurance premiums in this 


also control the ever-growing reserves. 
Starting at about $25,000,000 the first year, 
the reserve funds would continually increase in 
volume for about fifty years, amounting to 
probably in ten years (with little allowance for 
growth in business or for any enlargement of 
the scope of the compensation law) to about 
$200,000,000. When we consider the fact that 
political changes are occurring constantly, due 
to the fact that elections are held every two 
years in this State, it is not difficult to visualize 
a situation that might border on the 
chaotic when such great trusts are placed in 
strange hands every two years or oftener. 


well 


The wide variance and unquestionable 
soundness of these arguments as applied 
against the establishment of a monop- 
olistic State fund go to show the vulner- 
ability of the scheme. One can only con- 
clude that 
selfish and not concerned at all with pub- 
Fighting such 


the interests back of it are 


lic good nor private rights. 
forces calls for concerted and vigorous 


action. 


Editorial 
NEIV YORK INSURANCE DEPART- 
MENT’S ACTION ANENT THE 


NIAGARA LIFE 


i connection with the activities of one 
Joseph B. Marcino, whereby it be- 
came necessary for the State Department 
of Insurance to take over control of the 
Niagara Life Insurance Company, Buf- 
falo, N. Y., and effect a reinsurance of 
its policies, there has been noted in some 
of the newspapers a tone of criticism 
against the department for its slow ac- 
tion. 

Colonel Francis R. Stoddard, Super- 
intendent of Insurance, has already is- 
sued a statement denying such imputa- 
tions and, in this, he deserves to be up- 
held. The department acted wisely and 
well, the policyholders are protected and 
the only losses will be suffered by the 
stockholders of the Niagara Life. It is 
noteworthy that the department was first 
to act in the matter and the first stories 
about the affair were printed in the in- 
surance journals. Statements were is- 
sued from the insurance department to 
the daily newspapers at the same time, 
and received scant attention. it was sev- 
eral days before the full significance of 
the Marcino transaction was realized and 
the story reached the front pages of the 
dailies. Meantime, the department had 
been in active charge at the home office 
of the company at Buffalo and had suc- 
ceeded in preserving the assets of the 
company sufficiently to prevent a loss to 
policyholders. The department had no 
authority to act until an impairment oc- 
curred and it did act promptly upon evi- 
dence that there was such impairment. 
Every effort was made to prevent Mar- 
cino from taking active part in the com- 
pany’s affairs and it was due to pressure 
from the insurance department that he 
resigned as a director. The department 
had no way of forcing Marcino to sell 
his stock, of which he had a controlling 
If there is room for criticism 
anywhere, such criticism should be 
against the directors of the company, 
who originally allowed Marcino to ac- 
quire his large holdings without proper 
investigation. The insurance department 
has proved itself in close touch with the 
situation in not only this, but several 
other instances, and has saved policy- 
holders many thousands of dollars which 
otherwise would have been lost to them, 


portion. 
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The House That 
Jack Built 


That house was not built in a day or a week. 
It was not built with the earnings of a day or a 
week. Its walls were laid, brick by brick; and 
each brick represented the earnings of a minute or 
two of time that Jack had saved. 


For Jack saved to build the house. He had 
to save; because nothing that lasts in human 
affairs can be built without saving. E:very week he 
saved a part of his work to go into that house; for 
while you might think that it was the masons, the 
plasterers, the carpenters and the plumbers who 
built the house, it was really Jack’s labor, saved 
week by week, that built it. 


Perhaps your family needs a house. You can 
build it through saving. Though you work with a 
pen, or with scissors, or with other tools that build- 
ers do not use, still you can build it. 


You can build by putting part of each week’s 
earnings aside to pay for it; but, for fear you might 
die before the house is yours, you should put a part 
of your savings into Life Insurance. It will be 
safe there; it will be sure to come back; and it will 
protect the house, and the family it shelters, even 
though you should have to leave them. 


Life Insurance protects home-builders. 


The Prudential 
Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 














Stone and Cox Fire and Marine Year Book 
1922-3 
The Stone and Cox Fire anc arine V 

Book for 1922-3 has been heer Year 
nls ished and em. 
braces some 800 pages of varied information, 
statistical and otherwise. It reviews the fire 
insurance business and contains chapters relat. 
ing to lightning and lightning damage: valua- 
tion of buildings for fire insurance ; fire hazards 
at chemical risks; petroleum; fire extinguishing 
appliances; fire prevention and _ extinction: . 
trades section, giving the main features of 
hazards, with fair rates to be charged; loss of 
profits; and various miscellaneous matters, 
There are also specimen policies, data relating 
to fire brigades in numerous English cities, and 
statistical tables showing the essential items of 
the statements of the British insurance com. 
panies for five years or less. Another section 
deals with marine insurance, giving much at- 
tention to Lloyds, and also presenting institute 
clauses. A chapter devoted to reinsurance con- 
tains much matter of interest. There is also a 
directory of British insurance offices and off- 
cials and a directory of insurance institutes, 
etc. The book is substantially bound and may 
be obtained through The Spectator Company at 
$10 per copy. 


Kansas Hail Rates Rejected 

Topeka, KaAn., February 29.—The jnsurance 
department of Kansas has rejected the new 
schedule of rates for hail insurance and has 
ordered a restoration of the 1922 schedule for 
the coming season. 

The Kansas insurance department held a 
hearing Saturday on the new hail rates recently 
promulgated for Kansas. The stock fire com- 
panies worked out a new system of hail rates 
which reduced the rates in the eastern half and 
increased the rates in most of the western half 
of the State. Many hail men and banker agents 
and hundreds of farmers have protested the 
new rates and the department has refused to 
permit them to go into effect until the com- 
panies furnished a statement of the experience 
which warranted the increases and gave the 
farmers who must pay the premiums a chance 
to be heard. The companies presented the facts 
upon which the increased rates had been ordered 
and also on the decreases. 


Agents’ Qualification Bill Not Likely to 
Pass in Kansas 

The agents’ qualification law has met a sad 
fate in Kansas and does not seem possible of 
enactment from the present legislature. The 
house of representatives has killed the meas- 
ure after two days of debate. The bill is 
still on the calendar in the Senate and may be 
passed by that body but the disposition of the 
members of the house indicates that it would 
he killed when the Senate measure got over 
there. 


—Louis F. Miller has been appointed State Fire 


Marshal of Ohio. 
opened at 


B. McLean 


\ course in life insurance was 
Columbia University February 13, with ae 


as instructor. 
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HENRY FERCHAUD 
PROMOTED 





Becomes Assistant Manager of 
L.& L. & G. 
COMES FROM SOUTHERN DEPART- 


MENT 
Advancement in Line with Company’s 
Policy of Promoting Men Trained 
in Own Service 

The Liverpool and London and Globe Insur- 
ance Company has announced ‘the appointment 
of Henry Ferchaud as assistant manager of the 
Eastern department and assistant secretary of 
the Star Insurance Company. 

Mr. Ferchaud has spent his entire business 
career in the service of the “Liverpool,” having 
occupied various positions in the Southern de- 
partment of the company at New Orleans, in- 
cluding several years as special agent in 
Louisiana and Texas. 
has been deputy assistant manager at the South- 


Since January, 1921, he 


em department, during that period, however, 
having been called to assist the -executive de- 
partment in the company’s centers at Newark 
and Chicago. 

The appointment of Mr. 
Fastern department is in line with the policy 


Ferchaud to the 


of the company in promoting to the higher 
positions men who have secured a broad knowl- 
edge of underwriting as well as thorough 
training in the “Liverpool” school. 


WOULD INCREASE CAPITAL LIMIT IN 
IOWA 


Farmers of Cedar Rapids Likely to Take 
Advantage of Law If Enacted 

Des Mornes, lowa, February 20.—A measure 
which presages the increase of the capital stock 
of the Farmers Fire lnsurance Company of 
Cedar Rapids in case it becomes a law, is now 
pending before the lowa Legislature. The meas- 
ure, which was introduced by Representative 
Clark of Linn county, in which Cedar Rapids is 
that the maximum 
limit of a million dollars capitalization shall be 


located, provides present 
eliminated for all insurance companies other 
The minimum paid-up capital re- 
quirement remains at $200,000. If the million 
dollar limit is removed, the Farmers will imme- 


diately greatly increase, it is said, thereby be- 


than life. 


coming more fitted to compete with the big 


Eastern companies. Former Insurance Commis- 
sioner Arthur C. 
He states that while the Farmers will be first 
to take advantage of the bill if it is enacted into 
law, there are several other companies ready to 
take advantage of it. 


Savage recommended the bill. 


Inter-Ocean Reinsurance Company 
Advances 
Fine progress was made in 1922 by the Inter- 
Ocean Reinsurance Company of Cedar Rapids, 
la. Its assets increased about $261,000, while 
the volume of its business was so much larger 
than in the preceding year as to require the 
addition of about $235,000 to the unearned pre- 


mium reserve. Notwithstanding this, the com- 
pany made a fair gain in net surplus. As of 
December 31, 1922, its statement shows assets 
aggregating $1,883,807, 
$735,307 for unearned premiums and providing 


while after reserving 


for other liabilities, its surplus as to treaty- 
holders is $1,039,430, including $500,000 capital. 
Among the company’s resources are cash, $176,- 
i07; first mortgages on real estate, $1,050,900, 
and United States bonds, $219,686. The Inter- 
Ocean writes reinsurance only on fire and allied 
lines, and during the period of less than three 
years in which it has been in business, it has 
built up a very substantial premium income. 
Lord; vice- 
Pinney ; 


President, R. 
Johnson and E.-E. 


Its officers are: 
presidents, J. E. 
treasurer, James It. Hamilton; secretary, A. C. 


Torgeson; assistant secretary, Roy E. Curray. 


New Rate Bill Would Give Missouri Com- 
missioner Definite Powers 

Mo., February 26.—A_ bill to 

establish clearly the right of the State Insur- 

rates of 

was 


St. Lows, 


ance Commissioner to fix insurance 


stock operating in Missouri 
discussed at a hearing before the Senate com- 
mittee on insurance of the Missouri Legislature, 
The authors of the 


companies 


at Jefferson City this week. 
hill intend it to cure the ambiguity of the pres- 
ent law which is now under attack in the courts 
hy companies resisting the order issued sev- 
cral months ago by Commissioner Ben C. Hyde 
to reduce rates 10 Commissioner 
lyde, who appeared before the committee, said 


per cent. 


that every month the present rates remained in 
force and the ordered reduction of 10 per cent 
was not being enforced cost the people of the 
i excess premiums for in- 


State $175,000 


surance. 


National Liberty Has Successful Year 

The salient features of the statement of the 
National Liberty of New York, as of January 
I, 1923, are an increase of over $491,000 in the 
company’s surplus as to policyholders, after the 
payment of $200,000 of cash dividends, and the 
strong financial position which the company 
occupies. In bringing about this happy result, one 
factor was a considerable decrease in the losses 
during the year, the amount of losses incurred 
in 1922 having been about $710,000 less than in 
1921, and the losses in the last half of 1922 
having been over half a million dollars less than 
during the first half of that year. The com- 
pany now has $12,104,634 of assets, and a sur- 
plus as to policyholders of $4,480,647, which 
would be increased $31,653 if the securities 
were listed at insurance department valuations. 
In December, last, the company declared a stock 
dividend of $500,000, increasing its capital to 
$1,500,000. M. J. Averbeck is chairman of the 
board. and Charles H. Coates is president of the 
National Liberty. 


Carr of Rich- 


RicuMonp, Va., February 27.—C. P. 
mond has been appointed Virginia Special Agent for 
the North Ile is at present representing the 


American Eagle in the same capacity. 


7 


River. 


ANTI=-COMPACT STATUTE 
MAY GO 


Virginia Legislature in Extraordinary 
Session 


REPEAL SPONSORED BY COL. BUTTON 


Law Enacted in 1900 at Behest of Certain 
Disgruntled Agents 

RicHMoND, VaA., February 26.—The Virginia 
Legislature convened in extraordinary session 
in Richmond, February 24. A bill will be intro- 
duced during the next few days which, if 
enacted, will repeal the Virginia anti-compact 
statute, and will permit the companies organ- 
ized under the Virginia laws to affiliate with 
the Virginia Inspection & Rating Bureau. The 
bill is backed by Hon. Joseph Button, Insur- 
ance Commissioner, and has the approval of a 
majority of the local agents in the State. 

The existing statute was enacted in 1900, 
and was sponsored by certain disgruntled local 
agents, who were then opposed to a commis- 
sion fixing agreement among the companies. 


Strong Statement of Eureka Security 

The Eureka Security of Cincinnati, O., which 
is the outgrowth of the two old and respected 
companies, the Eureka Fire and Marine, and 
the Security, which united in 1921, makes a 
statement as of January 1, 1923. 
Among the gains made, last year, were one of 
about $109,000 in assets, and one of about 
$53,000 in net surplus. It now has $1,146,792 
of assets, and its surplus to policyholders is 
$771,306, including $250,000 capital. The com- 
pany owns real estate valued at $112,000, and 
holds United States Government, State and 
municipal bonds, bank and railroad stocks and 
other securities appraised at $917,427. Its cash 
balance, January 1, last, was $30,420, and in 
addition it had premiums outstanding, interest 
due and accrued, etc., making up the remainder 
of its assets. The company’s income in 1922 
was $387,322, and this sum exceeded its dis- 
bursements, including dividends, by about $73,- 
ooo. President F. A. Rothier and Treasurer 
Adam Benus are widely known as competent 
underwriters, and have been in charge of the 
affairs of the Eureka Security, and previously 
of its constituent companies, for a great many 
vears. B. G. Dawes, Jr., is secretary of the 
company, which is now operating in about a 
dozen important States. 


splendid 


An Amusing Satire 

Under the pseudonym Wabash Madison, The Eastern 
Underwriter printed last week a bright satire on sore 
phases of insurance journalism as practiced by the 
National Underwriter. The scenes and the dialogue 
portray some of the things leading insurance publica- 
tions do not do and tell of some ways these journals 
spend their money. All in all, the article 
gently asks what makes an insurance paper, what 
makes news, and what do newspaper men really do. 

The Eastern Underwriter in its satire apparently 
ranks the National Underwriter as a minor insurance 
journal by making the following remark: “I hear it 
rumored outside that the $200,000 we spend a year to 
run the National Underwriter is really being spent to 
run this paper, our charts, our life insurance bulletin 


do not 


service, etc.” 
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CRUM & FORSTER 


GENERAL AGENTS 
110 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. ¥. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co. i hee 
Union Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y 


F.M. “—. ate a Dept. HAROLD JUNKER, Mgr. Pacific Coast Dept. 
Ulinois San Francisco, California 

















RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPORATED 1888 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 

AND STRIKES 

UNITED STATES BRANCH 
January I, 1922 


a cilia nikita em hw sae x wae ONE $2,256,915 
nga s kd ona hie iam wen eae 1,601,036 
ig Oe gi bic.. 2 seca MARS ae Ee $655,879 


W. B. MEIKLE, President and General Manager. 


Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 

















NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 
W. £. RAY, Special Agent FRANK G. DELA HUNT, 
Terre Haute, Ind. Special Agent 
726 Racine Street, Milwaukee, Wis. 
C. C. CRANDALL, Special Agent ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. 7 W. Lake St., Minneapolis, Minn. 





RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 


Genera ceident 


PGS 205 FIRE AND LIFE 


ASSURANCE CORPORATION. Lic 


—— RICHARDSON, United States Manager 


GENERAL BUILDING : 47" & WALNUT STS 
PHILADELPHIA 


































GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 





UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STREET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 
TELEPHONE BROAD 4478 














ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 
FIREMEN S INSURANGE COMPANY 
OF NEWARK 
Cash Capital, . . . . $1,250,000.00 
Net Surplus, .. $2,840,571 
re ys to Policyholders, $4,090,571 
EASTERN DEPARTMENT WESTERN DEPARTMENT 
D. H. DUNHAM, President NBAL BASSETT, V.P. and Mgr. 
IORI EAY, Vice Pre. W. 7, BASSETT, Aw't Manager 

NEWARE, N. J. CHICAGO, ILL. 











INSURANCE GENERAL CASUALTY 
Cale ia and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY C0. 


ELMER H. DEARTH, President 


606 Wentesed Ave., Cor. Congress Detroit, Mich. 
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| FIRE INSURANCE NOTES AND EVENTS 


NEW YORK SURVEYS 

New Sprinkler Equipments.—Bulletin No. 
1868 of the New York Fire Insurance Ex- 
change Sprinkler Department sets forth six 
equipments as new. The grading is as follows: 
One, 45 per cent; two, 50 per cent; two, 80 
per cent, and one a divided equipment, some 
buildings receiving 75 per cent and some 80 
per cent. 

The Fire at 41-43 Maiden Lane.—A serious 


ion that it is more dangerous than coal burning, 
and secondly, the generally accepted view that 
at the present time it is more expensive than 
coal. Now, the first might not prevent its 
but the second certainly will. 
Indeed, the statement has been made that with- 


developing use, 


in a very brief time all except passenger vessels 
will again be burning coal. 


BOSTON AND VICINITY 


the law. It has issued a notice to the effect 
that the use of these unsafe burners would 
void any policy of insurance in case of loss, 
as the burners are illegal. 

Boston Fire Premiums.—Tabulation of 
the Boston fire premiums for the last six months 
of 1922 as published by the Boston Protective 
Department gives the following agencies as 
those doing the largest amount of business: 


John C. Paige & Co., $307,100; Gilmour, 


tes fre in this property with its threat to surround- Exchange to Move.—The future location Rothery & Co., $274,220; Field & Cowles, $263,- 
‘no buildings brings up one thought which of ihe New England Insurance Exchange, the 035; Kaler, Carney, Liffler & Co., $225,758; R. 
might well be stressed, and that is the difficulty Boston Board, the Stamping Office, Schedule Boit & Co., $220,281; R. S. Hoffman & 
of bringing together fire prevention and the Rating Department, and the Insurance Library Co., $202,819; Dewick & Flanders, $202,650; 
risk. It was estimated a while ago that the has been definitely settled, as indicated by the Hinckley & Woods, $197,753; Russell & Fair- 
sum of $1800 would furnish this building with unanimous vote of the exchange to-day that field, $158,053; O’Bbrion, Russel & Co., $152,598. 
4 one-source supply sprinkler equipment, which they accept the report of the committees in con- 
would probably be sufficient for the property, ference this week recommending the removal PHILADELPHIA NOTES 

ent but there did not seem to be ability enough to of the exchange from its present quarters in Illegal Check Practice.—Recently, accord- 
connect the device and the property. Are we — the Oliver building to the adjoining building, 18 ing to some of the most prominent agents 
lacking in salesmanship in such matters? Oliver street. They will take the seventh, eighth along Walnut street, a practice has been in- 

ee The Marine Hazard Committee.—This has and ninth floors. It is understood that the  dulged in by ‘several of the smaller brokers 

a been a busy week for those who, under the — library association will move as soon as the new which the agents say they are doing their best 


YN 


chairmanship of S. D. McComb, are serving. 
All of the subcommittees have met and on 
Monday. the 26th instant, the main committee 
held a session of several hours with a view to 
putting its recommendations into order for 
references to the National Fire Prevention As- 
sociation. This assemblage of talent, so to 
speak, developed many interesting phases of 
the fire hazard in marine risk. 

The Passing of Oil.—It is interesting to 
note two things in connection with fuel oil 


premises can be made ready. It is expected 
that the other kindred organizations will fol- 
low the lead of the exchange in accepting the 
report. The building is now occupied by 
Hinckley & Woods Patterson, Wylde & Win- 
deler, who will relinquish their present quarters 
in favor of the New Insurance building on 
Broad street. 

Unsafe Oil Burners.—The Boston Board 
of Fire Underwriters has had brought to its 


attention an oil burner, being sold hereabouts, 


to put a stop to. For example, an assured has 
a claim under his policy, and after adjustment 
the check in payment of the loss, which will, 
perhaps, not amount to over a few hundred dol- 
lars at the most, is turned over to the broker 
to be delivered to the assured. According to 
the best evidence obtainable, someone has writ- 
ten the name of the assured to whom the check 
is drawn on the back thereof, after which they 
endorse with their own signature and deposit 
in the broker’s own account. The assured won- 
ders why he has not been paid for his loss and 




















iny development, and one is the consensus of opin- which is not only dangerous but which violates 
Inter-O Rel Company 
CEDAR RAPIDS, IOWA 
FIRE AND ALLIED LINES SURPLUS TO POLICYHOLDERS 
REINSURANCE ONLY ONE MILLION DOLLARS 
Condition December 31, 1922 
a ASSETS LIABILITIES 
Y Reat estate (home office)........... . $61,280.43 Reserve for losses... . 2... eseenes $95,761 .80 
CE First mortgage loans on real estate..... 1,050,900.00 Reserve for unearned premiums....... 735,366 95 
ee ee ee eee 5,000.00 Beenerve Set AWG og ok ven o hh Keen dess 7,503 . 46 
obile United States bonds*................ 219,686 .00 All other liabilities................... 5,834.23 
s- Other bonds and stocks*............. 154,170.33 : 
Cash in banks and office............. 176,167.41 $844,466.44 
Due from insurance companies........ 182,833 .87 ree $500,000. 00 
CO Accrued interest and rents............ 33,858 . 59 er 539,430.19 
Treaty-holders’ surplus............... 1,039,430. 19 
Nich. cubamemacsanreaiuesese 
Admitted assets..............-.. $1,883,896. 6: $1,883,896 . 63 
Steel 
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UNITED STATES BRANCH 
110 WILLIAM STREET, NEW YORK, N. Y. 


HORATIO N. KELSEY, MANAGER 








EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster i is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


‘Oldest and Best’? 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to August 1, 1923, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, Iowa 



















“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


More than a Century of Service 


Tourists’ Baggage 
Use and Occupancy Salesmen’s Samples 


Fire Rental Value 
WMMEVatsto 
Automobile 
SW) aat-lele) 
Rent 
Leasehold 


Losses Paid over $210,000,000 


Transit Floaters 
yaVeicoyeste)e)} (ois Batiel ad Dactelsts 
Explosion 

| fGCo) ae-b alam © hral Mm @rorsotestorateyel 


aslites 
Sprinkler*Leakage 
Registered Mail 
Parcel Post 































HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual! building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 
A Virginian who is well posted as to the operations of such associations 


has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 


tionsfrequently asked about such organizations, and their answers. 
This book is substantially bound in cloth, with ‘autt title. 
PRICE $2.00 PER COPY 
Orders and remittances should be sent to 


THE SPECTATOR COMPANY 
Chicago Office 135 William Street 
Insurance Exchange New York 








Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10.000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,592,.997.95 


NET SURPLUS 


12,213,.010.92 
42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 


owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 


Pacific Department 


GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street | 
San Francisco, California 


Marine Department 


WM.H.McGEE & CO., Gen’l Agts 
15 William Street, New York City 


Western Department 
WALTER 2. SAGE, Gen’! Mer. 
W.L. RC anager 
76 West 8 eta St., Chicago, III. 
Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 



































hursday 


iN 


tion 


IOWA 








March 1, 1923 


THE SPECTATOR 


Fire Insurance 








inquires from the agent or company writing 
the business. They, in turn, show him the 
endorsements and he claims he never received 
the money. The matter 1s then taken up with 
the broker, who claims his bookkeeper or some 
one in his office probably wrote the name of 
the assured on the back of the check and de- 
posited it to the credit of his account. One 
case of this sort would be likely, but a repetition 
does not justify the excuse offered. 

T. B, Donaldson Testimonial Committee.— 
The T, B. Donaldson testimonial committee 
announces that the one dollar contributions, 
which is the maximum amount any person 1s 
permitted to contribute, have been coming in 
from points all over the United States. It was 
originally intended that the donors should be 
confined to Pennsylvania residents, but in view 
of Mr. Donaldson's nation-wide acquaintance 
it has been found impossible to enforce this 


limitation. 





Alpha General Makes Strong Statement 

The Alpha General Insurance Company, Lim- 
ited, of Calcutta, India, in the annual statement 
of its United States branch for 1922, shows its 
premium income to have been $1,591,464, as 
against its 1921 premium income of $432,806, 
an increase of $1,158,658 in this item alone, 
while the loss payments were less than $545,- 
00. The Alpha General’s assets as of Decem- 
ber 31, 1922, were $1,827,325, which is an in- 
crease of $606,871 over the 1921 figure of $1,- 
220,454, demonstrating the way in which the 
company has strengthened its finances. 

These assets consist of bonds, cash, agents’ 
balances and accrued interest, and the char- 
acter of the bonds invested in testifies to the 
conservatism of the company’s managers, as 
well as to their business acumen. The bonds 
are mainly railroad and government securities, 
$162,401 being held in United States bonds 
(Fourth Liberty loan), having a par value of 
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John Hancock made the signature famous 


by signing the Declaration of Independence 


Your Signature on the application for an 
Endowment or Income for Life Policy is 
your Declaration of Independence. 


oF Boston, MassacHuserts 
SIXTY YEARS IN BUSINESS. LARGEST FIDUCIARY INSTITUTION IN NEW ENGLAND 


See RES RES RE RES RES NES RESON RES RENNES REDRESS REARS IE BE RED REN NES PCN REN REN LENDEN DED DENNEN RES RESRES REDDER EBSA RES DARE RE RED RCRA RONDCN REDE DeDE Lennenrcrecr er erearad 
| Sie 






“Mh LV 07: 
LIFE INSURANCE ComPpaANY 

















$186,000. Most of the company’s investments 
are in American Mortgage loans 
play a large part in the investments listed. That 
the interests of the ceding companies are ade- 
quately safeguarded is shown by the amount of 
the surplus, which is $599,301. The United 
States managers of this strong company are, 
Fester, Fothergill & Hartung, of 110 William 
street, New York city, under whose direction 
the company has progressed rapidly in this 
country during the past three years. Fester, 
Fothergill & Hartung are successfully devoting 
their energies to the seven foreign companies 
of which they are United States managers. 
These include the Alpha General of Calcutta, 
the Nippon Fire of Tokio, La Cubana Com- 
pania Nacional of Havana, the Northern of 
Moscow, the Warsaw of Warsaw, the Union & 
Phenix Espanol of Madrid, and the European 
General Reinsurance Company of London. 


securities. 


Licenses Granted to Three Companies to 
Enter Mississippi 

Three of the old line insurance companies 

mentioned in the suit now pending in the Chan- 


FEE EEE eeleeeeeeeeeeeee 











Court against the fire insurance com- 
panies have again been granted licenses to 
operate in the State of Mississippi Friday 
morning by Insurance Commissioner T. M. 
They are the North River Fire Insur- 
ance Company of New York, Stuyvesant Fire 
Insurance Company of New York, and the 
United States Fire Insurance Company of New 
York. W. L. Nelson Company of Memphis are 
State agents for the three companies. 

The companies granted licenses Friday are 
the first of the companies that withdrew from 
the State in March, 1922, to apply for license to 
operate in the State. The three companies are 
not included in the list of companies that ap- 
pealed their cases to the Supreme Court, and 
who are now considering appealing the de- 
cision of that court to the United States Su- 
preme Court, 


cery 


Henry. 


DISCUSSES CREDIT RULE 


Virginia President of Agents’ Association 
Advises Use of Norfolk Note 
RicHMonpb, VA., Feb. 27.—President E. E. 
Goodwyn of the Virginia Association of In- 
surance Agents has issued a news-letter in 








| NA q I ONAL, LI BER H Y which he recommends that under the new sixty- 
Insurance Company of America day credit rule, now in force in Virginia, 
q INCORPORATED 1859 the agents adopt the form of note used by mem- 
, 64th Annual Statement January ist, 1923 bers of the Norfolk local board. Col, Goodwyn 
ASED M. J. AVERBECK, Chairmanof the Board _CHARLESH. COATES, President calls attention to the danger of using the regu- 
— ASSETS lar form of commercial note, which is per- 
1921 U.S. Government & Liberty Loan Bonds........ ) Market $3,756,797 .00 fectly legal, but which is objectionable in the 
State, County, Municipal & Provincial Bonds.... ( Value 221,902 .55 event of cancellation of a policy. 
° pean and other Bonds and Stocks........... Dec. 31, 1922 reg ee He sets forth that the form of note used by 
B 1M GOL er ogo eiet ooh ntsc ck ached ciate a Ao es ,845,500. etre ‘ 
} re apg i pin in ss DE icles a pty Sieg 0, Sy a, ene te earn 790,277 90 the Norfolk agents will not permit of auto- 
) Wether AdinsttedeAssetss.. «senso mes Soe eae wie heal Ge eee regan __ 1,485,845 .27 matic cancellation of a policy if the note is 
COMED AE oe OREN BATION 5 hn hice cicttcaa imac Stele foc ita GA oar te $12,104,634 48 not paid, and says that it will be necessary for 
LIABILITIES the agents to give the usual five days’ notice. 
reet Capital... 20.2... e eee eee eee 3 se ca However, the use of this form of note obviates 
oe: PS MG Lae: er eearanaa ie 9 sce beam v F the return of actual cash representing the 
Reserve for Taxes and all other Liabilities......... 386,138 .59 amount of the unearned premium. 
ont Total Liabilities WICH CANIN. cs 6 csas giok ween Healemee gaan es $9,123,987 .63 In his letter, President Goodwyn informs the 
n’l Agent . _¢ . _ _ *RiNeesed aie ysende EI aEA Rate ee ttre sae eet eRe agents that an effort will be made to repeal the 
et r <2 - a — = . . cd 
praia SURPLUS TO POLICY HOLDERS. ..................0..005. *4,480,646 85 mraieriningdemrnny phonies: =. 
ent * Items marked * would be increased by $31,653 .19 if securities were listed at Insurance € ac ‘ ISES — yers Of the / ssocietim a y ne 
.en’l Agts Department valuations. executive officers of the Association believe 
nouiaes Head Office, 709 SIXTH AVENUE, NEW YORK that the anti-compact law has outlived its use- 
Western Department, 207 N. MICHIGAN BLDG., CHICAGO fulness, and that they see no objection to its 
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The 


ASSETS 


a 
National, State and Municipal Bonds, 
National Bank and Railroad Stocks 


JANUARY 1, 1923 


ANNUAL STATEMENT 


UREKA SECUR 


Fire and Marine Insurance Co. 


CINCINNATI, OHIO 


Incorporated 1864 


$112,000. 00 


LIABILITIES 
oe POC ae mer ae $ 250,000.00 
Reserved for all other liabilities. .... 375,485.48 
De Ic 55a) ed eer a ees 521,306.45 








$1,146,791 .93 


and Other securities.............. 917,426.66 
Collateral loans. . ae 500.00 
Premiums in course e of collection caoaee 80,078.71 
Cash in banks and office............ 30,420. 03 
Interest due and accrued........... 6,366.5 





$1,146,791.93 
387 322.19 


NE ao sen o aaw'e scenes t 
Disbursements, 1922, including 
Ty Tela re Eee ne 


Surplus to policy-holders............ 
Losses paid since organization....... 


bo 


314,407.7 


771,306.45 
4,900,276. 84 

















91st Annual Statement of 


Virginia Fire and Marine Insurance Co. 


Richmond, Va., January Ist, 1923 





ASSETS 
Stocks and Bonds owned—par value, $2,95: 53,750—DEPART- 
<NT TALUE 2,464,008 .00 
120,000 .00 


INTAL ‘ ; 
Real Estate owned— Mz urket value. . 
First Mortgage Loans—Value Lands and ‘Buildings Mortgaged 
RMS coo ie eis ok sie oboe wie cenere 
Loans secured By AN a kg swing Soin oy ok So oa es ie eS 
Interest accrued on Bonds, First Mortg: ige and Collateral 
ee ree ea ee 
Premiums in course of collection, not more the in ‘three (3) 
months due... isis 
Reinsurance due on Paid Losses Bich hate 
Cash on Hand and in Bank........ 


68,400.00 
29,178 .36 
29,097 .77 


232,912 .93 
6,885 .05 
120,834 .63 


sahelsrainis wees $3,071,316 .74 


$146,994.01 
1,161,651 .50 
7,250 .00 
11,750.00 
10,000 .00 
4,000 .00 


Bingerue For TGs TGCSCE so 6 oe ica ok ois oko OSS e ee 
Reserve for Unearned Premiums 
Reserve for United States Taxes 
Reserve for all other Taxes.. : 
Reserve for Contingent Commissions 
Reserve for December, 1922, Accounts 
Reserve for Dividend Decl wha December 6th, 
on January Ist, 1923..... : 
Reserve for Contingencies... 
CAPITAL STOCK Sinve Westerns 
Wied BORE LUS won caine owes 


SURPLUS TO POLICY-HOLDERS 


25,000 .00 
25,( 


5 
5,000 .00 


PE re 1 
ee $500,000. 00 

; 1, ,079,671 .23 
1,579,671 .23 


fin) Co $3,071,316 .74 








Cy i. Dea aera 





OFFICERS 
WILLIAM H. PALMER, WM.H. PALMER, JR., B.C. LEWIS, JR., 
President Vice-President Secretary 
WM. PALMER HILL, JAMES C. WATSON, J. M. LEAKE, 


Assistant Secretary Treasurer General Agent 
DIRECTORS 
W. MEADE ADDISON H. L. ae. JULIEN H. HILL 
J. JORDAN LEAKE 


OLTING WM. H. PALMER 


F. E. 
WILLIAM H. PALMER JR. 











NOW READY 
Greater New York Field Annual 


Insurance Directory 


ONTAINING a complete list of licensed agents 

and company brokers; giving name, address, com- 
panies represented, etc., in Greater New York (Boroughs 
of Manhattan, Brooklyn and Bronx; Counties of Nassau, 
Putnam, Queens, Richmond, Rockland, Suffolk and 
Westchester). 


New York is the Insurance Metropolis of the United States, 
if not the world, and a directory of its interests—Com- 
panies, Agents and Brokers (the latter licensed for in- 
dividual companies) is of first importance everywhere. 





No company executive, general agent, or local agent, 
wherever located, should be without a copy. 





THE INSURANCE FIELD CO, ; 
Incorporated 
P. 0. Box 617, Louisville, Ky. 


Send me a copy of the GREATER NEW YORK FIELD 
ANNUAL AND INSURANCE DIRECTORY. Enclosed find check 
for $5.00 to cover cost. 


Name 


sewer eee ers e eer ere sessessseeccecess sn WUALO. cee reeereerr® 
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. BARDWELL, President 
JOHN C9 ORWINE, Vice-President 
wM. SCHROEDER Vice-President 
R. WEYMEYER, Vice-President 
VICTOR a. MILLER, Secretary 
GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R.A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement Dec. 31, 1921 








ASSETS 

Mortgage Loans. $66,000 
Bonds. -- aaa 
Stocks. . sine cineca gal reer) PROMO 
Cash. . ‘eG ieewusiene Peaee 
Agents Balances. . 82,536 
Interest neeees. easel socab te shgha 16,748 
Other Assets. . : 12,194 

$1,002,702 

LIABILITIES 
Unearned Prem. Reserve...... $432,147 
Unadjusted Losses............ 111,131 
Other Liabilities. . -- $1,579 
Capital Stock.. "$200, 000.00 
Net Surplus. . 177,845.00 

Surplus to Policyholders ce ce oi 377,845 

$1,002,702 

Results Since January 1, 1922 

Increase in Assets...... $66,309 
Increase in Reserve... «« 108,071 
Decrease in surplus... .. 66,940 











“Superior Service Satisfies”’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 700,000 


Surplus to Policy 
Holders....... 1,450,401 


Assets........... 3,509,765 








Sipe: 











SUN AND AFFILIATED COMPANIES 
MOVE 


Pine Street Building Sold—New Quarters 
at 55 Fifth Avenue to Be Occupied 
March 5 

The office building belonging to the Sun In- 
surance Office and the Sun Indemnity Company 
and located at 54 Pine street, New York city, 
has been turned over to Frederick Brown as 
part of the transaction involving the removal 
of the Sun and its affiliated companies to a new 
headquarters at 55 Fifth avenue. The property 
was valued at $300,000 and was occupied for 
many years by the Sun. The Sun Insurance 
Office and the Sun Indemnity Company have 
leased approximately 35,000 square feet of the 
upper floors of the building at 55 Fifth avenue, 
which is located in the best section of that 
thoroughfare below Fourteenth street. 

In addition to the Sun Insurance and the 
Sun Indemnity, the Sun Underwriters and the 
Patriotic Insurance Company will occupy space 
in the new building, the move to become effec- 
tive on March 5. The Sun of London, through 
its United States manager, Preston T. Kelsey, 
has also arranged to use a floor in the new 
headquarters structure. The metropolitan 
branch which takes care of the business of the 
Sun, the Patriotic and the Sun Indemnity, will 
remain at 56 John street, its present home, and 
the local automobile business which has been 
handled at the 54 Pine street address will now 
be taken care of at John street. The removal 
of the Sun and its affiliated companies will be 
followed in April by the Caledonian and the 
Caledonian-American, thus marking the disap- 
pearance of the last of the British insurance in- 
terests from Pine street. 

COMMISSIONERS TO MEET IN RICH= 
MOND 


Plans for Spring Session, April 25 and 26, 
Being Formulated 

The spring meeting of the National Conven- 
tion of Insurance Commissioners will be held 
at the Jefferson hotel in Richmond, Va., on 
April 25 and 26. Several entertainment fea- 
tures will be arranged, including a boat trip 
down the James river to Jamestown Island. 
A schedule of the business sessions as well as 
details of all entertainment features will be 
announced in the near future. 


Remarkable Statement of Globe and 
Rutgers 

During the year 1922 the Globe and Rutgers 
Fire of New York made an underwriting profit 
of over $423,000 and investment gains of nearly 
$3,575,000, so that its total gains for the year 
fell little short of $4,000,000. It closed the year 
with assets amounting to $50,100,794—a gain 
of ahout $3,500,000, and with a surplus as to 
policyholders of $17,819,380, an increase of 
about $4,300,000 during the year. During 1922, 
$2,800,000 was transferred from surplus to 
capital, so that the latter now stands at $3,500,- 
000, while the net surplus is $14,319,380. The 
and the 
bulk of its investments is in readily market- 
The officers of the Globe and 


company carries a large cash balance, 


able securities. 


13 


Rutgers Fire, which has made a truly remark- 
able record in recent years, are: President, 
E. C. Jameson; vice-presidents, Lyman Candee 
and H. Paulison; vice-president and secre- 
tary, J. H. Mulvehill; secretaries, W. L. Lind- 
say a J. D. Lester; assistant secretaries, 
A. H. Witthohn and G. C. Owens: local secre- 
tary, M. J. Volkmann. 


DEATH OF FRANK W. KENT 


Was Continental Manager for Many Years 
—Long Record of Service 


Frank W. Kent. for many years manager of 
the local New York department of the Con- 
tinental Insurance Company, died of pneumonia 
on February 26. Mr. Kent was one of the 
oldest employees of the Continental and _ its 
affiliated companies, having joined the Conti- 
nental as a map clerk in Nevember, 1878. In 
this capacity he served under the direction of 
F. C. Moore, who later became president of 
the Continental. Mr. Kent’s rise was rapid, 
and he was promoted to the position of city 
surveyor of the local department and finally its 
manager. This title he retained for about 
thirty-five years up to the time of his death. 
Mr. Kent was well known in insurance circles, 
both in New York city and elsewhere, and his 
sudden death came as a distinct shock to his 
many friends in the business. His record of 
long and faithful service will remain as an 
example to the personnel of the Continental 
and its allied companies. 





of Seammnce Companny Bs 


70th 
ANNUAL STATEMENT 


JAN. Ist, 1923 


Capital........ $1,000,000.00 
Assets......... 8,036,902.00 
Liabilities..... 4,955,240.00 


Net Surplus to 
Policyholders. 3,081,662.00 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 


F. F. Buell, General Agent, Troy 

E. J. Parmelee, S. A., Syracuse 

H. H. Porter, Watertown, N. Y. 
New England 

Geo. Shaw, General ym 116 Milk St., Boston 

H. H. Landon, te ct Mass. 
Middle Dep 

E. A. Morrell, S. A., 205 Wainut Place, Phila. 


Northern New Jersey 

Jas. J. Garland, S. A., 514 Eighth Avenue, Bklyn. 
New York Suburban 

W.P.Phillips, ne: S. A., 1506 E. 17thSt., Bklyn 
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ACQUISITION COST PLAn 
ADOPTED 





Long Debate Ends Differences in 
Greater New York 








WILL BECOME EFFECTIVE MARCH | 
Brokers, Companies and State Department 
Reach Agreement—Notification Sent 
Out by Conference Chairman 

The controversy which has maintained the 
interest of insurance brokers and agents through. 
out the country for the past four months has 
at length been successfully settled and the so. 
called “casualty acquisition cost plan,” in its 
revised form has been adopted in Greater 
New York. The plan, as finally decided upon, 
will be effective March 1 for all new business 
and on April 1 for all renewals. This agree. 
ment was reached on Tuesday last and has met 
with the approval of the State Insurance De- 
partment of New York and of Francis R 
Stoddard, Jr., State Superintendent of Insur- 
ance. A notification of the decision in the mat- 
ter was sent out to all brokers in Greater New 
York by Jesse S. Phillips, chairman of the con- 
ference, and the signatures of thirty-seven com- 
panies writing casualty business in this district 
were affixed to the document. A reprint of 
4 2 Article III of the rules on acquisition costs 
? } ‘ \ N ] was attached to the announcement and the 

Wi1Ce 1n One eek statement was made that the percentages out- 
lined therein will be observed as rates of brok- 
erage on casualty business in the Greater New 















































In Hagerstown, Md., and in Watertown, N. Y., devastating York territory. 
fires have twice in one week demonstrated the absolute pro- This action marks the final step in the attempt 
tection afforded by the Art Metal Safe. on the part of the companies and brokers writ- 


ing casualty business in the New York metro- 
politan territory to reach an equitable settle- 
ment on the matter of acquisition costs. Its 
consummation is one of the most important 
events which has occupied the attention of in- 
surance interests during the past year and the 
working of the plan will be closely watched by 


Irreplaceable records were saved to the Randall Faichney 
Co., in Watertown. And the records of the Office Equipment 
Company of Hagerstown were equally valuable. Both con- 
cerns found their records intact and in perfect condition upon 
the opening of a seared and fire scarred Art Metal Safe amid 
the debris of gutted buildings. 


Investigate this protection for your valuable papers ‘TO- the insurance departments throughout the 
DAY! Art Metal Safes are backed by a twenty-year guar- United States as well as by the brokerage in- 
antee, and most important from your point of view, they are terests. ‘ 
tested, approved and rated by the Underwriters’ Laboratories. In addition to the notice sent out through 


: ; ; » chairm: . comt- 
Art Metal safes are made in four sizes to fit your particular the chairman of the conference by -oe 
needs, and in either Class ‘‘A” or “‘B” ratings by the Labora- panies a schedule of brokers commuws 
tories copied from the Greater New York rulings was 
mailed to each of the brokers. This excerpt’ 

Write for an attractive booklet “Safe!” which tells how was worded as follows: 
Art Metal stands the acid test of severe fire. This Acquisition cost.—Remuneration to pre- 
booklet will also show you how Art Metal Safes can serve ducers except as hereinafter provided, shall be 
you. limited to the following percentages of gross 
paid premiums: 
(a) Workmen’s compensation and employers 
liability premiums, of the amount of such pre- 
miums when actually collected, 10 per cent. 


(b) Workmen’s compensation and employers 

liability premiums upon underground coal min 

= = ing risks, of the amount of such premiums when 
soma actually collected, 5 per cent. 


ility and property 


JAMESTOWN, NEW YORK (c) All other forms of liabi 


damage premiums. of the — of — 
; 1 s when actually collected, 17/2 pet 
World’s Largest Makers of Steel Office Equipment sates ions ori  A pret ih cost 
Greater New York on automobile property dat 
age and collision and sprinkler leakage and 
water damage premiums shall be 20 per cent 0! 
(Continued on page 17) 










































hursday 


LAN 


Ices in 


ARCH j 


partment 
Sent 
lan 


ained the 
s through. 
onths has 
id the so- 
n,” in its 
1 Greater 
ded upon, 
Vv business 
his agree- 
id has met 
rance De- 
'rancis R, 
of Insur- 
n the mat- 
eater New 
yf the con- 
even com- 
nis district 
reprint of 
ition costs 
t and the 
itages out- 
s Of brok- 
eater New 


the attempt 
okers writ- 
ork metro- 
able settle- 
costs. Its 

important 
tion of in- 
ar and the 
watched by 
ghout the 
okerage ill 


ut through 
y the com- 
sommissions 
rulings was 
his excerpt 


. to pro- 
ed, shall be 
es of gross 


| employers 
»f such pre- 
per cent. — 
4 employers 
id coal muin- 
miums whet 


ynd property 
of such pre- 
i per cell 
1 cost i 
roperty dat: 
leakage al 
) per cent 0! 
) 


\arch 1, 1923 


THE SPECTATOR 











Casualty, Surety, Etc. 











COMMONWEALTH 


CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 

















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 





TEXAS COMPENSATION RATES 


Employers’ Association Wants Horizontal 
Reduction 

Austin, Texas, February 26.—Opposition 
to the granting of the Texas Employers Insur- 
ance Association’s request for a horizontal re- 
duction of 25 per cent in compensation insur- 
ance rates which has been filed with the State 
insurance commission is expressed by Deputy 
Insurance Commissioner John M. Scott, as well 
as officers of the independent compensation in- 
surance concerns. The application was filed 
here on the heels of the passage by the State 
Senate of a bill providing for the placing of 
rate-making powers in the hands of the State 
commission instead of the employers’ associa- 
tion, which action was taken, other insurance 
companies charge, for the purpose of bluffing 
the lower house of the legislature into defeat- 
ing the bill. The Eexas Employers’ Insurance 
Association is a creature of the Texas work- 
men’s compensation act. 

That the reduction asked by the employers’ 
association would make rates so low that the 
association could not build up and maintain the 
surplus that has accrued from old policyholders 
is Deputy Commissioner Scott’s statement. 

“On the face of it,’ he declares, “I do not 
favor a reduction of compensation rates at this 
time because I consider the present rates ade- 
quate to the hazard of each individual risk 
and the lowest possible rates consistent with 
the maintenance of solvency and the creation of 
adequate reserves and a reasonable surplus. I 
also believe that without an increase in rates 
the benefits to workmen can be increased 
at least 50 per cent, and with this | am in most 
hearty accord.” 


UNION INDEMNITY CAPITAL INCREASE 


New Orleans Company Makes $500,000 
Addition to Funds 

The Union Indemnity Company of New 
Orleans has announced an addition to its capital 
stock of $500,000. This brings the company’s 
capitalization up to $1,500,000. The increase 
was authorized by the board of directors and 
a group of stockholders has already been 
formed to underwrite the new issue. 

The stock will be sold at a price which will 
add a nearly equal sum to the company’s surplus. 


Casualty Actuarial Society Committees 

Harwood E. Ryan, president of the Casualty 
Actuarial Society, announces the appointment 
of the following committees for the year 1923: 
Committee on admissions, Albert H. Mowbray 
(chairman), B. D. Flynn, J. H. Woodward; 
auditing committee, Charles Heath (chairman), 
James Morrison, A, R. Lawrence; editorial 
committee, Olive E. Outwater, editor (chair- 
man, ex-officio), associate editors, R. H. 
Blanchard, L. S. Senior ; educational committee, 
E. S. Cogswell(chairman), Robert J. McManus, 
William Leslie, H. C. Carver, S. Bruce Black, 
E. W. Kopf, R. H. Blanchard, E. R. Hardy, 
George D. Moore; examination committee, 
Samuel Milligan (general chairman), Paul 
Dorweiler (chairman, fellowship), Victor Mont- 
gomery, J. S, Elston, H. O. Van Tuyl (chair- 
man), T. P. Kearney, A. W. Waite; committee 
on papers, J. H. Woodward (chairman), C. G. 
Smith, G. F. Michelbacher, Olive E. Outwater, 
editor (ex-officio) ; committee on program, R. 
H. Blanchard, W. W. Greene. 

EXPECT CHANGES IN COMPENSATION 
LAW 
Kansas Legislature Likely to Increase Pay- 
ments and Limit Lawyers’ Fees 

It seems likely that the present session of the 
Kansas Legislature will enact some important 
changes in the workmen’s compensation law. 
The House and Senate committees on labor ap- 
parently are in accord now that the present 
law needs important changes, and it is likely 
that a substitute bill for all the pending meas- 
ures will be worked out by the committees and 
possibly passed by both branches. 

Under the bills agreed upon, the compensa- 
tion will be raised from 50 to 60 per cent of 
the weekly wages of the workman. The num- 
ber of weeks under which compensation is to 
he given is to be increased slightly. There are 
some changes intended to equalize the payments 
for various injuries. 

The lawyers are practically entirely barred 
from having anything to do with the collection 
of compensation. They cannot collect under 
any circumstances more than 20 per cent of the 
total compensation allowance and never more 
than $200 in any single case. If the case is 
appealed to the Supreme Court he may receive 
$1co additional. 





Admitted Assets.. $6,007,996.00 
Capital...... scuba 1,000,000.00 
re 554,375.00 











INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘*All Kinds of Insurance 
on Automobiles’’ 
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GLOBE & RUTGERS 
FIRE INSURANCE COMPANY 


111 William St., New York City 








ASSETS 


ee Be a 
Si NIN. inc phar ko seR eee eR ERT ER ESE Chee Ee N ESE ORES 
Government, City, Railroad and other Bonds and Stocks................ 
a I IE SIO. oo chad ee ed shee eats basen sey conde se etaneg 


Premiums in course of Collection. .............. 0... c ccc cece cee eens 
EE ke bee uy esse deeb eds eab esa eadese eae ds bs deeb 
Reinsurance Recoverable on Paid Losses..............00 00000. c eee eee 
LIABILITIES 
DR cc wee Remds Rowdee Ged CdD RE LCE b4 ua 4Gu Ses eee we og eta gabe 
ins 0 Gh he Oh O44 O48 LER EOL OR CE DSOENOE SE REE LEED EOD Oe 
Reinsurance Reserve............. 0... cc eee eee eee eee eee ees 
Losses in course of Adjustment.................... ccc eee ence eee 
Commissions and other Items.............0. 000.000 e ee ee eee 
Reserve for Taxes and Depreciation............ 2.25 -b cece e sees eens 


Surplus to Policy Holders - 





E. C. JAMESON, President 
LYMAN CANDEE, Vice President 
J. H. MULVEHILL, Vice President and Secretary 
J. D. LESTER, Secretary 
G. C. OWENS, Assistant Secretary 


$860,300.00 
2,855,500 . 00 
39,256,025 .47 
2,945,403 .61 
7,640,891 . 26 
415,074 . 64 
136,599 . 29 





$50,109,794.27 


$3,500,000 . 00 
14,319,389 .49 
18,090,595. 52 
6,235,323 . 00 
5,459,486 . 26 
2,505,000 . 00 





$50,109,794.27 


$17,819,389.49 


W. H. PAULISON, Vice President 

W. L. LINDSAY, Secretary 

A. H. WITTHOHN, Assistant Secretary 
M. J. VOLKMANN, Local Secretary 
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Miscellaneous Insurance 








Extracts from Statements of Fire and 
Marine Insurance Companies 


(Supplemental to list published in THe 


in previous issues. ) 


NaME AND LOCATION 


or CoMPANY Dec. 31 
American Gen’l, Chicago. 1922 
1921 
Assurance Co. of Am., 1922 
PV lc nsrecere sacereinisies 1921 
)o 
raltica, Copenhagen.... 1922 
B sti rb 
Buckeye Nat’l, Toledo.. 1922 
‘ 1921 
Birmingham, Pittsburgh. 1922 
1921 
Boston, Boston .......-. 1922 
1921 


Bankers Fire, Durham, 1922 
y. C 1921 


Columbia, Dayton ..... 1922 
. 1921 

Eagle, Newark ........ 1922 
1921 

Equity Fire, Kansas City, 1922 
TAG: oivGcldinces need cunae 1921 
Fire Association, Phila.. 1922 
1921 

Caledonian-Am., N. Y... 1922 
1921 

Caledonian, Edinburgh.. 1922 
1921 


Chicago F.& M., Chicago 1922 
Fidelity Fire, Sumter... 1922 


1921 

Globe, Pittsburgh ...... 1922 
1921 

Granite State, Portsm’th. 1922 
1921 

General Fire, Paris..... 1922 
1921 

Hanover Fire, N. Y.... 1922 
1921 

Liverpool & London & 1922 
Globe, Liverpool ..... 1921 
Hartford Fire, Hartford. 1922 
1921 

Merchants Fire, Indian- 1922 
BOONE cis cents siete as 1921 
Michigan Millers Mutual, 1922 
ASIANS 53:5 acexprese actioei 1921 
Millers Mutual, Alton... 1922 
1921 

Minneapolis F. & M., 1922 
Minneapolis ...... 1921 
Mississippi Fire, pan n. 1922 
1921 

Nat’] American, Omaha. 1922 
1921 

National Liberty, N. Y. 1922 
1921 

Newark Fire, Newark... 1922 
1921 

New Brunswick, New 1922 
BRUNSWICK. 3 obs dwsie vee 1921 
New York State Fire, 1922 
PAIN Woks, wie a cei eye ee 1921 
Niagara Fire, N. Y.... 1922 
1921 

North American National, 1922 
Des MOMES? sic. c606-5% 1921 
North Carolina Home, 1922 
OCIS Oooo ecesasceesies 1921 
North River, N. Y...+< 1922 
1921 

Northwestern F. & M., 1922 
Minneapolis: <.<0.6.<5: 1921 
Palmetto Fire, Sumter.. 1922 
1921 

Peoples National, Phila. 1922 
1921 

Phenix, Hartford ..... 1922 
1921 

Potomac, Washington... 1922 
1921 

Phoenix, London ....... 1922 
1921 

Republic, Pittsburgh.... 1922 
1921 

Rhode Island, Providence 1922 
1921 

Skandia, Stockholm..... 1922 
1921 

Southern Home, Charles- 1922 
WE: vinawikass caueses 1921 
Springfield F., & M., 1922 
SPPINGHCIG .6c060nes 1921 


Assets 
344,108 





12,876, 
12,765,476 
294,181 
180,829 
1,104,021 
1,036,299 
1,628,903 
1,496,371 
617,041 
537,254 
17,334,014 
16,485,049 
802,263 
747,571 
3,967,413 
3,676,474 
2,044,493 
444,317 
570,585 
1,416,464 
1,367,307 
2,396,839 
1,950,742 
1,546,776 
1,643,325 
7,493,402 
6,889,165 
19,813,077 
19,350,754 
67,159,351 
56,171,085 
276,837 
248,399 
2,307,245 
2,757,871 
1,478,786 
1,379,063 
1,067,346 
1,031,677 
1,167,976 
925,718 
1,532,394 
1,468,957 
12,136,288 
12,158,078 
4,676,724 
4,233,343 
1 467,462 





1,221,109 
1,124,519 
11,059,325 
9,851,633 
1,658,469 
1,460,037 
851,086 
831,224 
323,504 
4,969 
26 ‘007, 614 
24,014,028 
1,02 2° 2 sol? ‘ 
945 02 22 
6,921,814 
6,759,519 
1,620,416 
ey: 527,336 
365,034 
178,681 
,o8 
39 
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1,346 
1,422 
619,567 
880,508 
22,134,377 
20,384,250 


3, 
2 
3, 
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Surplus 
to Policy- 
holders 
270,704 
344,232 
881,554 
750,094 
1,006,662 
974,607 
121,784 
127,900 
399,755 
404,598 
5,158,369 
4,338,834 
229,326 
163,587 
953,802 
885,807 
775,011 
536,492 
468,428 
430,645 
5,589,909 
5,133,771 
456,405 
472,588 
1,232,810 
1,164,636 
1,598,553 
298,911 
301,069 
623,138 
605,320 
1,052,085 
672,334 
512,464 
629,761 
2,575,367 
2,036,817 
6,439,593 
5,666,721 
24,404,672 
17,259,311 
202,039 
182,634 
1,023,050 
968,262 
708,994 
930,294 
357,159 
353,680 
623,031 
510,832 
1,292,033 
1,275,704 


401,576 
442,953 
6,761,229 
6,022,623 
648,605 
663,184 
831,751 
797,508 
4,325,619 
3,962,127 
627,687 
692,378 
554,640 
557,004 
1,197,383 
1,203,197 
14,653,360 
12,424,684 


496,551 
470,787 





8,293,099 
7,061,111 


Seaboard, Atlantic City. 1922 164,241 129,584 
1921 149,308 114,072 

Star Ins. Co. of Am., 1922 38,896,016 2,116,415 
Na Me cavauere cavers 1921 2,960,026 1,034,571 
State, Des Moines...... 1922 133,610 96,311 
1921 187,751 149,250 

Stonewall, Mobile ..... 1922 317,079 248,975 
1921 297,594 248,804 

Stuyvesant, N. ¥.....< 1922 2,593,521 1,031,487 
1921 2,589,737 933,708 

Umon Fire, Patis:.:.2:6- 1922 1,798,159 618,453 
1921 1,716,759 589,422 

United States Fire, N.Y. 1922 16,658,094 6,656,202 
1921 13,146,713 4,377,161 

Victory Fire, Phila..... 1922 1,671,869 821,515 
1921 1,568,275 740,356 

Virginia F. & M., Rich- 1922 3,071,316 1,579,649 
THOME Bice ccs casievnies 1921 2,895,133 1,488,520 


Underwriting Results in 1922 
(Supplemental to lists published in THe Spectator 
in previous issues.) 
Underwrit’g Underwrit’g 
Income Profit (-+-) 


NAME AND Location oF Co. Earned or Loss (—) 
Baltica, Copenhagen....... $1,059,360 —$206,144 
Bankers, Durham, N. C. 27,908 —59,982 
Birmingham Fire, Pittsb’ gh. 148,788 —4,014 
Boston; H6stOn: occ 5 sees 6,572,699 -+222,416 
Caledonian-Am., ee Waa 242,026 —39,667 
Caledonian, Edinburgh..... 2,499,192 —4,908 
Chicago F. & M., Chicago. 113,717 —228,296 
— Fire, Kansas City, 

Wis icedasepennsnceweus oa 179,617 +45,001 
i mae Cedar Rapids.... 475,231 +11,113 
Fidelity Fire, Sumter, S.C. 108,790 —2,717 
Fidelity-Phenix Fire, N. Y. 14,595,275 +. 626,651 
Fire Association of Phila.. 8,745,375 —307,174 
General Fire, Paris ....... 973,215 —173,713 
Globe, Pittsburgh 592.621 —5,724 
Granite State, P ortsmouth.. 1,020,361 —10,683 
Hanover Fire, N.. ¥.<<...+: 4,089,877 +50,846 


11,700,533 
682,998 


Liv. & Lon.& Globe, Liverp’l 
Millers Mutual Fire, Alton. 
Minneapolis F. & M., Min- 








HEAGOQHG ciaciee cnccceeaei< 788,23 —25,825 
Nat’! Am. Fire, Omaha.... 218,2 —91,176 
National Liberty, N. Y.. 5,904,7 —192,094 
New Brunswick, New Bruns. 

WHOM 5.5 ou wre agi nae auc 577,556 —222,501 
North American National, 

PCa! DOING: (5. sad eae acces 319,901 —60,469 

North Carolina Home, Ra- 

FOIO Siac dnessma ene dees 317,711 +9,556 
North River, N.Y... cc«e- 6,059,157 —441,214 
Northwestern F. & M., Min 

NOAPONG | sccdawecesiccecs 562,144 —86,362 
Palmetto Fire, Sumter, S.C. 232,663 —34,666 
Peoples National Fire, Phila. 861,572 —115,780 
Petersburg, Petersburg..... 157,1 24 —12,901 
Phoenix, Hartiord ..0.0...0« 30,045,333 +885,418 
Potomac, Washington ..... 5 —39,148 
Republic Fire, Pittsburgh. . 974,381 —95,658 
Rhode Island, Providence. . 1,632,661 —80,223 
Skandia, Stockholm ....... 1,435,102 —49,875 
rag Home, Charleston. 132,917 +10,027 

. Paul F. & M., St. Paul. 10,602,288 +-214,555 
St ie Ne Sconces ounces 1,679,480 —112,954 
Stuyvesant. No Wi... <cs0% 1,693,425 —40,270 
Union, Fite, Paris....< 02. << 987,504 —62,242 
United States Fire, N. 9,075,852 —259,220 
Victory Fire, Philz BPS 888,349 +61,664 
Virginia F. & M., Richmond 1,164,119 —33,264 
Fire Insurance Commission Will Make 


Texas Compensation Rates 

Austin, TEx., Feb. 26.—Under a bill passed 
finally by the State Legislature, the State Fire 
Insurance Commission is hereafter required to 
fix premium rates under the workmen’s com- 
pensation law. This takes the rate-making 
power away from the Texas Compensation Bu- 
reau, a board arbitrarily created by the Insur- 
ance Commissioner and having upon it as mem- 
bers representatives of compensation insurance 
companies. The bill further requires all com- 
pensation insurance companies to observe the 
classifications of hazards, rates of premium and 
policy forms prescribed by the Fire Insurance 
Commission. The use of a uniform policy for 
workmen’s compensation insurance is required. 
Pending the final announcement by the Com- 
mission of policy forms, rates and hazards, the 
present policy forms, etc., on file with the ap- 
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proval of the State Insurance Commissioner 
shall remain in force. 

It is specified that nothing in the act shall be 
construed to prohibit any company or associa- 
tion, in the writing of workmen’s compensation 
insurance, from operating on the mutual, re- 
ciprocal or Lloyd’s plan, or to prohibit any 
stock company or other company or association 
from sharing profits with policyholders. 


EQUITABLE LIFE ANNUAL REPORT 


W. A. Day Outlines Company’s Work at 
Directors’ Meeting 

Last week the board of directors of the Equi- 
table Life Assurance Society heard the report 
of President W. A. Day on the standing of the 
company and the work of the past year. Ac- 
cording to Mr. Day, the new business paid for, 
not including group insurance, reached the total 
of $495,249,000, or just 16 per cent greater 
than the same figure for 1921 and 4 per cent 
greater than the business done in 1920, which 
was an unprecedented year for the Equitable. 
The agency program of training and develop- 
ment was pointed to as being responsible for 
increased efficiency among the field force, in 
that it involves the selection and training of the 
highest type of men for managerial positions, 
and, through them, the development of success- 
ful agents. 

The mortality rate for the year 1922 was 
favorably influenced by the large volume of 
recently selected business and the resulting ratio 
of actual to expected net losses was 58 per cent. 
Except for the year 1921, the 1922 mortality 
rate was the lowest on the Equitable’s records. 
The assets of the Society for 1922 were $663,- 
747,004, an increase of $8,446,000 over the 
amount given as of December 31, 1921. The in- 
crease in free surplus during 1922 was nearly 
$8,000,000, the total sum as of December 31, 

922, being $43,690,000. 


Acquisition Cost Plan Adopted 
(Continued from page 14) 
the amount of such premiums when actually 
collected except on automobile property dam- 
age premiums upon public passenger carrying 
risks. 

2. Exception—The acquisition cost on auto- 
mobile liability and property damage premiums 
upon public passenger carrying risks shall be 
10 per cent of the amount of such premiums 
when actually collected, with a limit of $30 
per car. 

(d) All forms of burglary premiums, of the 
amount of such premiums when actually col- 
lected, 2214 per cent. 

(e) All forms of plate glass premiums, of 
the amount of such premiums when actually 
collected, 25 per cent. 

N al allowance shall be 
granted producers under item (e) for the ad- 
justment of claims and the making of inspec- 
tions. 

(f) All forms of steam boiler, engine, fly- 
wheel machinery and electrical equipment pre- 
miums, of the amount of such premiums when 
actually collected, 17% per cent. 





—The Massachusetts Safety Council has adopted the 
suggestion of Governor Cox, who urged that a few 
minutes each week be set aside in the elementary 
schools to impress upon the children the dangers of 
the highway. 
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A MESSAGE TO MEDICAL DIRECTORS 


Doctor, do you know exactly what the Life Extension 
Institute is doing? It is examining from 3,000 to 5,000 
people monthly and advising more than half of this 
number to have some form of medical, surgical or dental 
treatment as well as counseling them with regard to their 
personal hygiene or how to live. 

It is warning such people against neglect and the mani- 
fold forms of medical fakes, physical culture fakes and 
fake short cuts to health. 

It is advocating periodic, thorough physical examina- 
tions by physicians so that medical and hygienic guidance 
may be based upon accurate knowledge’ of the life and 
body of the individual. 

Fundamental Methods 

The Institute is doing this work in several ways— 
. By inviting the public to subscribe for membership in the 

Life Extension Institute, such membership covering the 

privilege of a physical examination, report and counsel 

as to hygiene or needed medical treatment. Educational 
literature is also issued by the Institute. 

. By arranging with life insurance companies for the pe- 
riodic examination of their policy-holders in order to 
prolong their lives and reduce the death rate. 

. By arranging with employers of labor to extend the 
benefits of membership to employes on a mutual basis. 
The results of eight years of labor in this field are 

startling. No individual examined is found without some 
need of counsel, and more than half are in need of medical, 
surgical or dental attention. All of the Institute’s reports 
are strictly confidential between the Institute and the 
individual examined. This refers to the complimentary 
service which the Institute gives to policy-holders through 
the courtesy of the policy-holder’s Insurance Company, as 


well as to the service which it renders to individual sub- 
scribers. The Institute found very early in its experience 
that this was the only way in which such services could 
be conducted successfully. The general public seems to be 
more influenced by this confidential phase of the Institute’s 
work than with reference to any other detail of its service. 

After eight years of existence the Institute has become 
what it was designed to be by its founders—a self-sup- 
porting social service institution. Under its charter two- 
thirds of its profits beyond 5% on the capital invested are 
devoted to public health work. As a matter of fact a great 
deal of public health work and health propaganda have al- 
ready been carried on by the Institute, although no interest 
or dividends had been paid to the founders up to Jan- 
uary, 1923. 

The Institute is adv ertising in the lay press for members. 
It is using these public announcements to denounce the 
“get-well-quick”’ fakes and the many forms of error or neg- 
lect that keep people from contact with scientific medicine. 

The Institute’s function is primarily to protect the indi- 
vidual from neglect, to act as guide, philosopher and friend 
in the matter of his hygiene and in suggesting such medical 
treatment as he may require. The Institute renders no 
treatment, performs no operations and acts essentially as 
an intermediary between the general public and scientific 
medicine. No laboratory or examining service is rendered 
except to members. 

The Hygiene Reference Board of about 100 leading 
men in medicine and public health stand behind the scien- 
tific policy of the Institute. These men serve without 
compensation. 

Physicians and public health workers are cordially in- 
vited to visit the Institute and freely inspect its methods 
and equipment or write for information desired. 
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HOW TO SELL MORE ORDINARY 


Getting the Correct Viewpoint 


Several American insurance companies issuing 
both industrial and ordinary policies require of 
their agents a minimum amount of paid-for 
ordinary business each year. Others go no 
farther than asking their debit men to write 
some ordinary, or putting on a little extra pres- 
sure, an occasional drive for business now and 
then; while there are agents of some purely in- 
dustrial companies who feel that there would 
he a better opportunity for them in a company 
writing ordinary, yet they hesitate to make 
the shift, because they feel they know little or 
nothing about ordinary insurance. 

When one of the editors of THe Specrator 
said to me that he would like to have several 
articles for the Industrial Section of this paper, 
it occurred to me, in turning the matter over 
in my mind, that perhaps the best service I 
could render would be to write a series of 
articles under the general heading, “How to Sell 
More Ordinary,’ each of which would deal 
with some particular phase of ordinary insur- 
ance. The present article is by way of intro- 
duction to the series, which it is hoped will be 
beneficial to both agents who are required to 
pay for a minimum amount of ordinary and to 
those who want to write ordinary, because of 
the larger profit that is in it. 


THE Correct VIEWPOINT 

One of the first obstacles in the way of the 
timid industrial agent tackling prospects for 
ordinary, is the agent’s own viewpoint. I want 
you to think for the moment of two buildings. 
One is a two-story, brown stone front, with 
ten bedrooms, baths on each floor, modern light- 
ing and heating equipment. The other is a mod- 
est cottage, frame structure, four bed rooms, 
one bath, but also equipped with the usual con- 
veniences. Each is intended as a home for 
some family. What is the difference in the 
two? It is mainly one of size. 

The difference between ordinary and indus- 
trial policies is mainly one of size. The methods 
of operation of purely ordinary companies and 
purely industrial companies may be widely dif- 
ferent, but, analyzed and sifted down, it will 
be found that the agents of each are selling the 
same thing, namely, a contract between the com- 
pany and the policyholder, by which the former 
furnishes a specified amount of protection in 


By WiLtt1AM THORNTON 


consideration for the payment of a specified 
premium. 

Mr. Jones has a policy of $2500, payable to 
Mrs. Jones at his death; Mr. Brown has a 
policy of $250, payable to Mrs. Brown at his 
death. Are they not the same, except in 
amount? 

No Great DIFFERENCE 

While this, and subsequent articles, as the 
general caption indicates, will deal largely with 
writing ordinary insurance, as they are intended 





The accompanying article is the first 
of a series of eleven which have been 
written especially for the Industrial Sec- 
tion of tHE Spectator. The articles, as 
indicated by the title, have to do with the 
selling of ordinary life insurance rather 
than industrial life insurance. The 
development of the subject is from the 
viewpoint of an industrial agent, how- 
ever. We believe that in the publication 
of these articles, a real service is being 
done for industrial who have 
heretofore, in their study of ordinary in- 


agents 


surance been obliged to resort largely to 
literature written from the viewpoint of 
THE 
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to help industrial agents who write or want to 
write ordinary, let the agent who writes nothing 
but industrial remember what was just said of 
the difference between the two. It is chiefly 
one of size, so he who learns “how to sell more 
ordinary” will at the same time learn how to 
sell more industrial. 

For, if there is no essential difference between 
ordinary and industrial insurance, it follows 
easily that the same qualities enter into the 
make-up of a successful agent of either branch 
of the business. 


QUALITIES OF THE SUCCESSFUL AGENT 
There are no doubt other qualities which add 
to a man’s success, but stripped down to essen- 
tials, he who would get there in this game of 
life, must have these five: Honesty, willingness 
to do hard work, persistency of purpose, enthu- 
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siasm that will not wear off, and knowledge of 
his business. 

The first must be what the doctors call “con- 
genital,” that is, it must be born in a man. 
The other four may be acquired, if anyone is 
sufficiently ambitious to want to do big things. 
But to start on, he must be inherently honest, 
never deviating, never swerving from the 
clearly hewn line of right, in dealing with 
himself, his company, his prospects and pol- 
icyholders. 

If honesty is native in him, and he will make 
up his mind to work, work hard, he is fairly 
started on the road to success, but it is not an 
easy road. There are hills to be climbed. Too 
often men beginning in the life insurance busi- 
ness are made to see its big possibilities, the 
financial reward, and they jump into a contract 
with a company, little realizing that the money 
return does not come until after hours and 
hours spent in the hardest kind of work. 

And it is not just occasional hard work, like 
for instance, what the shop girls have to do dur- 
ing the Christmas trade season, but it lasts the 
year around. So a man must have persistent 
purpose, the determination to stick to it despite 
hardships, disappointments and sometimes a 
failure. If he is told “No” by the first pros- 
pect he talks to, he must go on. He must not 
stop for the second “No,” or the third. O-N 
spells N-O backward, so when a prospect says 
“No,” there is only one way to offset the fail- 
ure—keep on. Stick to the job. 

And then there is enthusiasm. It is that 
which produces white heat, warming into action 
all around it. Enthusiasm in the business is 
possible only when an agent has genuine love 
for it, only when he understands fully the great 
place insurance occupies in the present scheme 
of living, only when he sees it as the one great 
bulwark for the average man, against priva- 
tion, want, suffering and destitution. An agent’s 
enthusiasm must never wear off; no matter if 
he is tired or discouraged, his convictions must 
be so firmly embedded in him that his faith in 
himself and his business will never waver. 

If he is honest, willing to work, persistent and 
enthusiastic, he will attain a certain degree of 
success, but if he is to be a “top-notcher,” he 
must add the final qualification—knowledge of 
He must know his prospects’ 


the business. 








needs, and his company’s policies. If he knows 
what his prospects want, or should have, and 
he is unfamiliar with his rate book, and the 
company’s rules, he is likely to make a bungling 
sale; if he knows all about every policy his 
company issues, and does not know just exactly 
why a prospect should have insurance, he may 
put the sale over, but the insurance is likely to 
lapse, because it will be a misfit. 

“Know thyself,’ some philosopher said. To 
the agent I would paraphrase a little and say, 
“Know thy prospects and what they need; 
know thy company and what it sells.” Next 
month I shall have something more to say 
about this knowledge, which is the agent’s equip- 
ment, his kit of selling tools. 


Going After the Young Man 

Whenever a young man becomes of age he 
should, if he is wise, celebrate the event by 
taking out an-insurance policy and beginning 
to cash in on insurance, 

If the young man himself cannot take out 
a policy, even a small one, then his father 
should take it out for him. 

It would, therefore, be a good business stunt 
for the alert insurance salesman to dig up at 
the local health office the birth records for 
twenty-one years ago, each month, and to find 
out which of the young men born twenty-one 
years ago are still alive and in the city and to 
then ‘solicit these young men or their fathers 
for the purchase of policies. 

Such going through the old birth records 
could be done by the salesman himself in spare 
moments or could be undertaken by the sales- 
man’s secretary or by someone in his office. 
The work wouldn’t require any very great 
amount of time or effort and, of course, as the 
records are public property there would be no 
objection on the part of the city officials to 
this use being made of them. 

This stunt would give the insurance salesman 
a constant source of live prospects to call on 
and would open up new circles of men and 
young men and by doing this would widen his 
acquaintanceship and enable him to do more 
business. Also while talking about selling in- 
surance to the young men the agent could also 
in many instances sell insurance to the fathers 
also, in all probability. 

Issues “Short Lessons in Life Insurance,” 
by Thornton 

The Spectator Company of this city has just 
published “Short Lessons in Life Insurance,” 
by William. Thornton, who is now connected 
with the Life Insurance Company of Virginia 
at Richmond. The price of the little book is $2 
a copy. While it contains only 118 pages, it 
presents the underlying principles of life in- 
surance in as simple a manner as it is possible 
in the English language. The agent who studies 
this book carefully enough so that he can an- 
swer the questions propounded at the end of 
each lesson will have a knowledge of funda- 
mentals, and the bibliography in the book tells 
him where he can get more detailed informa- 
tion —Journal of Commerce, New York. 


vice-president of the Metropolitan Life Insurance 
Company, asserted that lapses are increasing in the 
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Preparing Yourself to Be a Life Insurance 
Agent 


You ask how you must go about it to be a 
successful life insurance solicitor. 

I will tell you. And, if you will apply this 
information with energy and tact, your present 
income is quite sure to be multiplied—yes, two- 
fold, fourfold, or even greater, unless you are 
already a very large producer. 

To succeed in this work requires no special 
gift and involves no secrets or mysteries. It is 
simply the result of thoughtful, patient industry 
properly directed. The degree of your success, 
however, will depend on how closely you fol- 
low the suggestions offered in this little volume, 
since they are a summing-up of the experiences 
and opinions of many of the most successful 
life underwriters after years of actual soliciting 
and “field” work. 

As far as possible figures are omitted. They 
will neither interest ncr help you. And I may 
add here that it will not be amiss for you to be 
as considerate of your prospects. As a rule, 
figures will bore them and hinder you. 

In the beginning, I want to impress you with 
the value of a multitude of little things that all 
work together, any one of which you might 
possibly consider of little importance. Success 
in this business is not due to any one or more 
great or unusual performances, but to the many 
little victories of each day. 

Ask any number of successful solicitors to 
tell the secrets of their success and no two will 
give the same answer. Some will say en- 
thusiasm, others perseverance, earnestness, or 
tact, as the case may be. But, when boiled 
down, it will be found that it is due to their 
taking advantage of little things; to very simple, 
common-sense methods, backed up by hard 
work, 

Since no one can set up a code of iron-clad 
rules for an agent to follow, this little talk can 
only help you lay a foundation—help you to 
acquire the fundamentals of success. Details 
you will have to work out in your own way. 


OPTIMISM 

First of all, you simply must be an opTIMIST— 
a booster. The world has no use for a bear— 
a pessimist; but it loves an optimist. He is a 
worker, a builder, a helper, a believer. Do not 
pass this lightly. Jt means everything to the 
solicitor. Be a booster. Boost your town, your 
neighbor, and your neighbor’s business. Boost 
everybody and everything that is right and 
worth boosting and you will soon have every- 
body boosting you. “Laugh and the world 
laughs with you; weep and you weep alone.” 
Remember the Irishman’s toast: “Here’s hopin’ 
that the corners iv yer mouth will niver turn 
down.” Bubble over with optimism and you 
will arouse imagination, inspire confidence and 
have a following wherever you go. You will 
be forceful—magnetic. Your power of mental 
suggestion, your power to lead, to influence, to 
persuade, will be irresistible. Pessimism and 
success being opposites are incompatible. 

Every man who has ever done anything worth 
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while has been a pronounced optimist. From 
Columbus on down to the present Seneration of 
discoverers and builders, who tunnel] rivers and 
mountains, and build cities—every Single one 
has been a booster. All government, society 
religion, business—all our institutions—are ies, 
ceived, born and live on optimism—faith—con. 
Therefore, see the “doughnut,” not 
the “hole,” and you will be given the glad hand. 


fidence. 


SIMPLICITY 

You are not interested in the theory, but in 
the practice of life insurance—only in the things 
that pertain to selling it. But for your own 
satisfaction, if you are a beginner, have your 
general agent or manager explain the Principle 
on which a whole life policy is based. Let him 
show you why the rate at a given age is $35, 
and not $30 or $40. Every other contract will 
then become clear. This can be done in a few 
moments’ time and you will need no further 
instruction of this kind that your rate book 
and company literature will not supply. Even 
this is not a canvassing need—simply a satis. 
faction to understand the scientific justice of the 
rate and the soundness of the principle upon 
which “old line” life insurance is based. 

An agent’s success is not due to any technical 
knowledge he may have of life insurance. To 
know it as the actuaries and bookkeepers at the 
home office know life insurance and as the 
agent that sells it and the insured who buys 
it know it are entirely different propositions, 
belonging to separate departments of the busi- 
ness. It is no more a part of your canvassing 
requirement to understand actuarial formulas 
than it is for you to set the type that prints 
the policy—in fact, it is often a disadvantage. 
You are apt to become infatuated with theories 
and carried away from the simple, practical 
things that pertain to selling insurance. There 
is a good-sized army of so-called “actuarial” 
agents——all walking encyclopedias of life in- 
knowledge—who are failures 
when it comes to getting applications. Re- 
member you are selling life insurance—not 
making it. If you were trying to sell your 
client a horse you would not deliver him a lec- 
ture on anatomy. He would wish only to 
know that the horse is sound and will do the 
work. .And this is precisely what he wishes to 
know and all that he cares to know about his 
Therefore, never confuse him 


surance rank 


life insurance. 
with unnecessary figures or unfamiliar terms. 

George W. Perkins is credited with telling 
this on himself: When his company was in- 
troducing the “Return Premium’ policy some 
twenty years ago, Mr. Perkins happened to be 
in a Western city and canvassed a German 
butcher there for a $10,000 policy of this kind. 
He dwelt on the “return premium” feature, 
going over it again and again, but failed to 
secure the coveted application. A week later 
the German’s application was brought into the 
office by one of the local ‘agents. When he 
learned of this, Mr. Perkins went back to see 
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PRUDENTIAL NOTES 


ph F. Dredge Leads Industrial 
Agents 





Jose 





NEW MEMBERS OF OLD GUARD 





promotions and Transfers Announced 
During the Past Month 

Joseph F. Dredge of Detroit No. 2 led all 

the agents of the Prudential Insurance Com- 

any in the production of industrial increase 


p : : : 
His highest week was in March, 


during 1922. 





JosrpH F. DREDGE 


when he made a record of $33.40. Mr. Dredge 
has had an exceptionally low lapse ratio during 
the year and his collections have been above 200 
per cent at all times. He will endeavor to go 
above $500 during 1923. 

Stanley Cihocki, assistant superintendent at 
Wilkes Barre, Pa., has been promoted to be a 
superintendent at Charleston, W. Va. 

The following agents in Division M were 
advanced to the position of assistant superin- 
tendents during the month of January: John B. 








the German, and after thanking him for havmg 
taken a policy in his company, said that out of 
curiosity he would like to know why he had not 
been given the application, since the policy ap- 
plied for was the identical one that he had 
recommended. 

“Vell, I tell you,” began the German confi- 
dentially. “Dis is a very different policy—a 
new kind vot gives me back every cent I pay 
und der policy himself. It is schust oudt. De 
kind vot you talk all der time about you call 
some kind of ‘premium’ policy und I vant if not 
dot kind. I not vant premiums—I vant my 
money back schust like I haf.” 

Mr. Perkins was quick to see his mistake— 
that of using unfamiliar terms; and it is one 
tht many agents make. Simplicity never 
grows common nor goes out of style. 

[The foregoing is an extract from the book 
“Multiplying Your Income” or “How to Sell 
Life Insurance,” by William T. Nash, and 
published by The Spectator Company. The 
bok is an excellent one for study by industrial 


insurance agents. ] 
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Craddock, Trenton, N. J., district; Harold T. 
Davenport, Warren M. Cobb and Joseph S. 
Laning, all of the Newark No. 1 district; 
Charles Lehmkuhl of the West Hoboken dis- 
trict. 

John Muchalight of the Waterbury, Conn., 
district has just been promoted to an assistancy 
in that district. 

The Columbus, Ohio, district, not satisfied 
with having taken all honors along production 
lines in Division F for 1922, has again taken 
the lead for 1923 both in industrial and ordinary. 

On January 17, 1923, Agent Paul E. Fisher 
of Cincinnati No, 2 completed twenty-five years 
of continuous service with The Prudential, 
which entitles him to membership in Class E of 
the Prudential Old Guard. The event was 
celebrated by the members of the staff carrying 
on special activity in the industrial department. 

The following were recently admitted to 
membership in Class A of the Prudential Old 
Guard: Assistant Superintendent Gerold R. 
Schwerke, Oshkosh, Wis.; Assistant Superin- 
tendent Ralph J. Gilbert, Milwaukee, Wis., (1) ; 
Agent John P. Watry, Milwaukee, Wis., (1); 
Agent Earl A. Barnes, Battle Creek, Mich.; 
Agent Oscar A. Reidenback, Milwaukee, Wis., 
(2); Agent John Rotkowski, Racine, Wis.; 
Assistant Superintendent F. J. Adee, Taunton, 


Mass.; Agent A. Block, Boston 1; Agent A. 
Sarenceno, Lawrence, and J. L, Hlava, Man- 
chester. 

On January 11, Agent Albert D. Leach 


rounded out twenty-five years of continuous ser- 
vice. He entered the ranks in 1898, and the 
entire period was spent at Belleville, Ill. He 
was advanced to the rank of Class E of the 
Prudential Old Guard. 

Agent John F. Jordan of Birmingham, Ala., 
district was recently advanced to rank of as- 
sistant superintendent, to take charge of a staff 
of men in the same district. 

Agent Frank M. Coley of Atlanta, Ga., dis- 
trict, has been called to a more responsible 
position, in that he will become an assistant 
superintendent in that district beginning 
February 109. 

Among the many able agency producers in 
Division Q, the five leaders in each branch for 
1922, ranked according to their division stand- 
ing, were: 

Industrial—First, Ernest Lindquist, Los An- 
geles 1; second, Albert F. Gue, Los Angeles 3; 
third, Charles Heller, Los Angeles 3; fourth, 
Lyle H. Bower, San Francisco 2; fifth, Reuben 
S. Wyant, Denver. 

Ordinary.—First, Charles J. Muller, Los An- 
eeles 1; second, Louis W. Baker, Los Angeles 
2: third, Fred Arzt, Jr.. Pasadena; fourth, Fred 
S. Graham, Seattle; fifth, George W. Burris, 
Pasadena. 


Physicians of Finance 

In order to capitalize his occupation to its 
fullest extent and reap the just reward of his 
labors a life insurance man should be so thor- 
oughly informed in regard to the vast and vari- 
ous uses of life insurance that he is competent 
to treat the financial ailments of his fellow 
man just as successfully as a first-class physician 
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prescribes for the physical symptoms of suffer- 
ing humanity. The general public has now ac- 
cepted life insurance as an absolutely essential 
part of the domestic, business and professional 
life of the present day and generation. 

It is now up to life insurance salesmen to 
so perfect themselves in their knowledge of the 
commodity they sell and its adaptability to the 
financial needs of all mankind that they will be 
recognized by their friends and customers as 
“physicians of finance.” 

Life insurance is just as deep a study as law 
or medicine, just as wide in its scope and as 
universal in its application. Before a lawyer 
or a doctor attempts to render intelligent and 
valuable service he obtains all possible in- 
formation in regard to the case that he is ex- 
pected to handle. Before a life insurance man 
can render I00 per cent service it is just as 
necessary that he should know all about his case 
from every angle. Any agent can walk into a 
man’s office, make a so-called sales talk and 
attempt to sell the kind of a policy that he 
finds easiest to present in an interesting and en- 
tertaining manner. The high-class salesman of 
the immediate future will be the agent who 
knows what the man needs, knows his habits, 
his business prospects, his income, the number 
of his children, his attitude towards his family 
aid their attitude towards him. Instead of 
making a “hit or miss” attempt to sell a life 
insurance policy the real salesman will know 
that his prospective customer has some small 
children for whose future he is particularly 
ambitious. An educational endowment for each 
of them maturing at a time when the expenses 
of their education are heavy will receive serious 
consideration. 

A monthly income for the maintenance of the 
mother of the children will be very attractive. 
A policy of sufficient size to defray the expenses 
of a funeral, doctors, nurses, inheritance taxes, 
outstanding bills and administrator’s expenses 
will be an absolute necessity. If the pro- 
spective customer is a business man a commer- 
cial line for the protection of his business in- 
terests will demand attention. 

A proper presentation of these items will 
establish in the mind of an ordinary citizen a 
knowledge and an appreciation of the value of 
life insurance that will be entirely new to him. 
Through this medium it is possible, for him to 
make certain and sure provision for the future 
of his family, his business and the realization 
of his ambitious dreams in case he is not 
spared to work them out himself. Another 
thought that the nigh-class salesman will keep 
uppermost in the presentation of his proposition 
is, if the customer lives past the maturity of the 
endowments he will have the personal satisfac- 
tion of handling the sums they represent. If 
he retires from business at any time his com- 
mercial policies can be changed to additional 
monthly income for his beneficiary. The in- 
come policies can be changed to lump sum pay- 
ments or the lump sums changed to incomes or 
if conditions render it advisable the whole line 
or any part of it can be converted into an old 
age pension payable to himself during his entire 
life. 

The man who avails himself of the opportuni- 








INSURANCE PSYCHOLOGY 





Industrial Business an Asset to 
Employers and Employees 








POLICIES INFLUENCE PRODUCTION 
SCALE 
Worker’s Mental Attitude Strongly 


Swayed by Existence of This 
Family Protection 

The comment is often heard that philan- 
thropy and business do not go hand in hand. 
And yet, there is one type of business which 
furnishes the example of a flat denial of this 
supposition. Industrial insurance is not alone 
a commercial enterprise but is in the highest 
sense philanthropic. Before proceeding further 
along this line of argument, it might be well 
to look into the exact definition of what philan- 
thropy is and what is meant by the term. In 
its broadest application and in the understand- 
ing of the word as it exists to-day, there is the 
hint of benefit and the idea of a substantial 
assistance either entirely free of cost or else 
greatly in excess of the expense involved. While 
it would be ridiculous to assume that indus- 
trial insurance could be enforced without 
charges of any kind it would show an equal lack 
of knowledge of the facts to state that the 
benefit derived therefrom by the insured is not 
largely in excess of the amount which he or 
she is called upon to lay out. In the latter 
sense, industrial insurance is essentially philan- 
thropic. 


PsyCHOLOGICAL INFLUENCES SEEN 
Besides the philanthropic aspect of industrial 
insurance, there exists another phase of the 
problem which is equally far-reaching. That is 
its psychological angle. The claim may be ad- 
vanced that psychology has no place in the in- 








ties presented by life insurance is above all 
others the arbiter of his own fortunes and the 
administrator of his own estate. 

All schools of salesmanship teach us that the 
first three steps necessary to the making of a 
sale are, attention, interest and desire on the 
part of the customer. Life insurance is so 
necessary and so universal in its application 
that a proper presentation of its merits will 
cover the first three steps above mentioned with- 
out further argument or discussion. 

The life insurance salesman who understands 
his line and its various ramifications best is the 
one who will make the most attractive presenta- 
tion of his case. When a customer is brought 
to a full realization of the unlimited benefits 
and uses of life insurance by a man who, un- 
derstands them thoroughly and presents them 
intelligently he knows without being told that 
he has met a man who carries the keys of 
protection and freely offers them for the use 
of all mankind; wo paves the pathway of the 
future with the concrete of certainty; who 
eliminates worry thereby increasing longevity 
and happiness, in fact he has met a real 
“physician of finance” in active operation.— 
Great Southern Life. 


surance field, but that is manifestly 
untrue. Whatever the type of in- 
surance policy sold, it is sure to 
have a_ psychological influence 
which is immediately appreciable 
in the increased peace of mind of 
the insured resultant from his or 
her certain knowledge that an 
added protection beyond personal 
earning power has been given his 
family. With industrial insurance 
this is particularly strong in its ap- 
peal. The worker who is_ha- 
rassed by the constant necessity 
for laboring to protect his family 
in the event of his death and the 
consequent cessation of income, 
cannot give the requisite undivided 
attention to his task. Without un- 
divided attention to the work be- 
ing performed there is little likeli- 
hood that the worker will be en- 
abled to better his position in life, 
since his mind is distracted, or its 
progress held in check, by the drag 
of worry and he is not receptive to 
the intlux of new ideas nor eager 
to grasp opportunity when placed 
in his path. This psychological 
effect of the lack of industrial in- 
surance may not be evident in the 
worker’s performance of his daily 
task, but it will be increasingly evi- 
dent in the development of his 
future as his inability to advance 
grows more and more noticeable. 
The employer should have an eye 
to the possibilities of industrial 
insurance and should encourage his 
employees to take out such policies, 
since a short study of the psy- 
chology of the matter will con- 
vince him that it is to his advan- 
tage to do so. 

Employers, during the past ten 
years, have exhibited an increasing 
tendency to take steps which will 
better the working and living con- 
ditions of employees. Rest rooms 
are now permanent fixtures of al- 
most every large business house, 
insurance benefits attained through 
group insurance policies have be- 
gun to assume their rightful place 
in the commercial world, mental 
and industrial training schools 
have been inaugurated by many 
corporations and the National As- 
sociation of Corporation Training 
has made its influence manifest. 
All these things are valuable for 
the betterment of working condi- 
tions and the mental welfare of the 
worker, but they all emanate di- 
rectly from the business in which 
the worker is engaged and so are 
connected in his mind with the 
functioning of the industry of 
which he is a part. Into the work- 
er’s home life they bring no direct 
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in the long run, enable the worker 
to train stimulate. his 
imagination and eventually raise 
his standard of living; yet, if the 
mind of the worker be not attuned 
and made receptive, none of these 


himself, 


things will prove.of any avail. So 
long as ideas and practices aimed 
at his betterment proceed from the 
industry in which he labors, he is 
prone to regard them with sus- 
picion, and if he be radical in his 
decide that they come, 
not from a philanthropic spirit on 


theories, 


the part of his employers, but from 
a belief that they will result in 
increased production and so per- 
mit a further hoarding of profits 
in the purses of capitalists. 


INDUSTRIAL INSURANCE NECESSARY 

Industrial insurance has none of 
these drawbacks and still accom- 
plishes much _ the ends, 
namely, the betterment of the 
and a consequent increase 
The 
worker himself may be entirely un- 
aware of the uplifting influence of 
an industrial insurance policy and 


same 


worker 


in the production scale. 


the very meaning of the term “psy- 
chological aspect’ may. be lost so 
far as he is concerned, but the 
result will none the less operate in 
his favor. In the first place, the 
idea of industrial insurance, al- 
though implanted in the mind of 
the worker by the insurance com- 
pany or its agents, will seem to 
him to be his own. In the second 
place, the cost of the plan is some- 
thing which he himself defrays, 
and, in the third place, the imme- 
daite concern is not for himself 
but for his family and his depen- 
dents. Thus the worker is given 
a feeling amounting almost to a 
sense of superiority over those who 
have not taken out industrial in- 
surance, a personal pride in his 
far-sightedness comes to him and 
he is relieved of much of the re- 
sponsibility attendant upon the 
rearing of a family. Instead of 
being suspicious of the idea of in- 
dustrial insurance as being likely 
to enrich his employers at the ex- 
pense of his own time and labor, 
he will welcome it as being a nec- 
essary and desirable part of the 
expenses of living. Of its psy- 
chological aspect he will probably 
be entirely ignorant and he is not 
likely to realize that the added 
zest for his daily tasks and the 
tranquillity of mind which permits 
him to apply himself with greater 
vigor than formerly to the prob- 

















(Concluded on page 26) 
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METROPOLITAN EVENTS 





Transfers and Changes of Past Month 





NEW DISTRICTS CREATED 





Leaders in Ordinary and Industrial In- 

crease for the Year 

The Metropolitan Life Insurance Company 
during the month of February created six new 
districts, three in the Empire State territory, 
two in the Great Western territory and one 
in the Middle West territory. 

Knickerbocker and Murray Hill districts lost 
some of their debits to form the new district of 
Union Square, February 5. Isidore Tepper, an 
assistant manager in the Knickerbocker district, 
was promoted to be manager of Union Square. 
l‘tatbush and Bath Beach districts were divided 
and the new district of Coney Island created, 
lebruary 19, and George Gollin, an assistant 
manager in the Washington Heights district, 
was promoted to be manager of the new dis- 
trict. The new distric. of Van Cortland was 
created by the transfer of debits from the 
Washington Heights and Fordham districts 
and Manager Charles E. Wyatt of the Schuyl- 
kill, Pa., district has been transferred to take 
charge of it. One other change in the Empire 
State territory was the promotion of Frank A. 
Martinez, assistant manager in the West End, 
N. Y., district, to be manager of the Oswego 
district, December 26, succeeding Edward S. 
De Gray, resigned. 

Oshkosh, Wis., was divided February 12 and 
the new district of Wausau created with Wil- 
liam Beringer, assistant manager, Milwaukee, 
Wis., promoted to be manager of the new dis- 
trict. Wallace Loring, assistant manager, Min- 
neapolis, Minn., was promoted to be manager 
of Superior, Wis., February 5, to succeed 
Charles S. McCumber, transferred to Oshkosh. 
Springfield, Ill, was divided February 12, and 
the new district of Decatur, Ill., created with 
William F. Raetz, manager of the Ottawa, IIL, 
district, transferred to Decatur and William 
R. Del, manager at East St. Louis, IIL, trans- 
ferred to Ottawa, Ill. This left a vacancy in 
East St. Louis to fill which Edward J. Cowell, 
assistant manager, St. Louis, Mo., was pro- 
moted. 

Debits from Portsmouth and Zanesville, Ohio, 
were transferred to form the new district of 
Chillicothe, Ohio, February 12. B. M. Tanner, 
manager of the Portsmouth, Ohio, district, was 
transferred to the new district, and John Mc- 
Partlin, assistant manager, Norwood, Ohio, was 
promoted to be manager of Portsmouth, Ohio, 
succeeding Tanner. J. B. Henley, manager of 
the Dayton, Ohio, district, resigned, and George 
L. Schram, manager of Newport, Ky., was 
transferred to fill the vacancy, February 12, 
while Andrew J. McClintock, home office super- 
visor, was made manager of Newport, Ky. 
There were two other transfers in the Middle 
West territory, the two men changing places. 
They were, Erwin Hoffman, manager of the 
Elmwood place, Cincinnati, Ohio, district and 
Clarence B. Wiles, manager of the Columbus, 
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NOW READY 


Graphic Selling Charts 


By F. H. KORTRIGHT 


A POTENT AID TO AGENTS IN SELLING 
LIFE INSURANCE 
COLORED GRAPHS THAT ENABLE THE AGENT 


TO 
FIX THE PROSPECT’S ATTENTION 
INSPIRE HIS INTEREST and 
SECURE HIS APPLICATION 








Each Chart Is Accompanied by Explanatory Text 


1—The Object and Purpose of Graphic Selling Charts 
2—The Psychology of Selling by Charts 
$—Eight Practical Canvasses with Charts 
4—How to Study and Demonstrate Charts. 


GRAPHICAL DIAGRAMS GRAPHICAL DIAGRAMS 
SERIES A—GENERAL FACTS SERIES B—POLICIES 
i—An Insurable Asset 1—Participating 20 Year Endowment 
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Ohio, district. The transfers took place Feb- 
ruary 12. 

In the Southern territory there was one pro- 
motion—Maurice H. Cooper, assistant man- 
ager in the Calvert, Baltimore, Md., district, 
became manager of the Danville, Va., district, 
February 5. 

The ten leading districts in the country at 
large, including the Pacific Coast in average net 
gain, ordinary business, per man, per month, 
for the year to and including the week of Jan- 
uary 29 were: Paducah, Ky., Schultz Riggs, 
manager; Ridgewood, N. Y., David Rudberg, 
manager; Oak Park, Ill., Gabriel Dunkleman, 
manager; Murray Hill, N. Y., D. G. C. Sin- 
clair, manager; Dubuque, Ia., E. L. O’Connor, 
manager; Uniontown, Pa., John Davis, man- 
ager; Greenwich, N. Y., A. H. Bruenn, man- 
ager; Delmar, Mo., Norman Schiffrin, man- 
ager; Bristol, Conn., Harry Covin, manager ; 
Braddock, Pa., J. D. Taylor, manager. 

In average industrial increase per week, per 
agent, for the year to and including the week 
of February 12, the ten leading districts in the 
country at large were: Manchester, N. H., J. 
G. D. Le Bel, manager; Topeka, Kan., Harry 
Wood, manager; Concord, N. H., D. J. Rice, 
manager; Imperial Valley, Calif. A. H. 
Spencer, manager; Berlin, N. H., G. J. Croteau, 
manager; Newburg, N. Y., L. D. Benn, man- 
ager; Wichita, Kan., O, T. Bennett, manager ; 
Woodhaven, N. Y., W. J. Shepherd, manager ; 
Biddeford, Maine, J. C. Corriveau, manager ; 
Calgary, Alta., Canada, J. B. Hilts, manager. 

The ten leading agents and agents unattached 
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in ordinary placed business for the year to 
and including the week of January 29 were: 
R. C. McGee, agent, Uniontown, Pa.; J, B. 
Oliver, agent unattached, Binghamton, N. Y.; 
Joseph Frankel, agent, Yale, Conn.; August 
Balsamo, agent unattached, Braddock, Pa.; F. 
B. Curtis, agent, South Bend, Ind.; W. P. Hig- 
gins, agent, New Haven, Conn.; Harry Ehrlich, 
agent, Ridgewood, N. Y.; Louis Silverberg, 
agent, Delmar, Mo.; Walter Halliday, agent, 
Silk City, N. J.; T. S. Corcoran, agent, Boston, 
Mass. 

In industrial gross increase for the year to 
and including the week of February 12 the ten 
leading agents and agents unattached were: 
Nicholas Marcovitz, agent, Manchester, N. H.; 
M. K. Murphy, agent, South Boston, Mass.; 
R. F. Logan, agent, Chattanooga, Tenn.; S. D. 
Weinberger, agent, Manchester, N. H.; J. H. 
Koorstad, agent, Wichita, Kan.; Eugene 
McAdams, agent unattached, Long Island City, 
N. Y.; V. M. Dalpe, agent, Manchester, N. H.: 
Adam Thomas, agent, Shenandoah, Pa.; Paul 
Houlberg, agent, Long Island City, N. Y.; 
James Riordan, agent, Murray Hill, N. Y. 





‘Etna “Early Settlers’? Receive Emblems 

The Aftna Life and associated companies 
have sent out to each of their “Early Settlers’ 
Society” members a handsome scarf pin, in 
which the star of prosperity shines over all, 
while Atlas, holding the globe, represents 
power, and a pillar and garland symbolize 


streneth and growth. 


JOHN HANCOCK NOTES 





Leaders for Month of January 





SEVERAL PROMOTIONS ANNOUNCED 





Gregory Braslaw of Brooklyn Killed in 
Accident—Other Items 

Several newcomers have qualified in the list 
of leaders for the first month of 1923 in their 
respective classes. The race for the year 
promises to be a close one, many of the follow- 
ing being closely pressed for their top-notch 
position: Assistant superintendents leading.— 
On weekly premium increase, Marder of Brook- 
lyn; on gross ordinary issues, Besen of Brook- 
lyn; on gross A. F. issues, Martin of Roxbury. 
Agents leading —On weekly premium increase, 
Rubin of Brooklyn; on gross ordinary issues, 
Fitzpatrick of Brooklyn; on gross A. F. issues, 
Medas of Cleveland, Arnold of East St. Louis, 
Sander of Long Island City, and Urbanek of 
Lowell. Detached assistant superintendents 
leading—On weekly premium increase, Red- 
mond of Springfield; on gross ordinary and 
A. F. issues, Bickhardt of Hoboken. 

Agent Gregory Braslaw of Brooklyn, leader 
in industrial increase for his agency for the 
year of 1922, died recently from accidental 
causes. Superintendent Joachim pays him high 
tribute and his loss will be keenly felt. 

Agents Edward F. Foley, Albany; Charles FE. 
Mann, Utica, and Anthony C. Beato, Philadel- 





THE ART OF CANVASSING 


HOW TO SELL INSURANCE 





A Thousand and One Hints 











BY THE LATE WILLIAM MILLER 
Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- TO AGENTS OF 
sers in the life insurance field, and it has proved its worth 


by passing through nine large editions. A reprint of the INDUSTRIAL LIFE INSURANCE COMPANIES . 
eighth edition of this book has been issued by The Spectator By 


Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country W. Meador 


have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 
them it willdo for others. . . 
The major portion of this book consists of suggestions as This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 


to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 

and overcome objections to a proposition for 
industrial life insurance. 


tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 
recruit and the veteran. 

The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 

Prices: 
Single Copies - - - - - - $2.00 
25 66 al 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 
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phia, have been promoted to assistants in the 
districts of their service. 

Agent Hugh Twohig of the Brooklyn IV 
agency, continuously employed by the com- 
pany for the past twenty years, died recently 
at his home after a long illness. 

Daniel J, McCarthy has been promoted from 
agent at Cambridge to assistant at Waltham. 

Assistant Superintendent Marder of the 
Brooklyn III district died recently at his home. 
His loss is keenly felt by his local associates 
and the home office as well. 

Solomon Bochner has been promoted from 
assistant to assistant-at-large at New York. 

Gordon D. Crocker has been promoted from 
assistant cashier at Malden to the position of 
cashier at Meriden, Conn. 

Insurance Psychology 
(Concluded from page 23) 
lem of his personal betterment are the direct 
manifestations of the indirect psychological in- 
fluence of industrial insurance. 

Peace of mind, regardless of whether that 
mind is aware*of the reason for its freedom 
from care, is a powerful factor in individual 
and national advance. A mind occupied with 
constant petty worries and detrimental restric- 
tions cannot assimilate the meaning of new 
impressions and so prepare itself for more 
ambitious achievements. While this is perhaps 
more true of the educated mentality than of 
the average mentality found among the work- 
ing masses of wage-earners, it still plays a large 
part in the lives of the latter and one which 


SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


pi 5B 


can be more influential, in that the majority of 
such people do not recognize its presence. At 
first blush this may seem a statement which 
overreaches itself, and yet a more mature con- 
sideration of the problem will prove its truth. 
An educated and keenly sensitive mentality, be- 
coming aware of a force at work within itself, 
immediately commences to analyze the causes 
and issues present, and this analysis delays ac- 
tion in the matter, whereas a psychological force 
working almost subconsciously will be pro- 
ductive of results without interference. 

The psychological effect of an industrial in- 
surance policy on the mind of the insured 
worker is a factor which should receive due 
recognition from employers throughout the 
country. It should influence them to urge their 
employees to purchase industrial insurance be- 
cause of its beneficent attitude toward the in- 
sured and because of the provision it makes 
for the future welfare of the employee’s family 
in the event of his death. Brought before the 
workers in this light by their employers, in- 
dustrial insurance will be welcomed with the 
enthusiasm which its nature so richly deserves 
and will not appear as a move on the part of 
capital but rather as a benefit which the worker 
himself makes possible. At the same time its 
influence will be felt in a more receptive frame 
of mind in the worker and a freedom from 
mental worry which will permit him to labor 
unhindered for the betterment of his standard 
of life. Better living conditions spell better 
workmanship and increased production, with its 
consequent increment to employer and employee 
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alike. From this, also, national content and the 
absence of industrial disturbances resylt and 
for this reason the worker should be instructed 
in the value of industrial insurance as a protec. 
tion for his family and a boon to his entire 
mode of existence. The psychological action of 
industrial insurance can then be left to exert 
its influence to the double advantage of the 
worker and his employer. 


Home Accident New Company in Arkansas 

LirtLe Rock, ArK., February 9.—Announce. 
ment of the organization of the Home Acci- 
dent Insurance Company of Arkansas, a cor. 
poraticn with $500,000 capital and $100,000 sur- 
plus paid in, chartered to write all casualty 
lines, including fidelity and surety, was made 
recently, by A. B. Banks, pioneer insurance 
man, who will be president of the company, 

Other officers will be: John R. Hampton 
and C. R. L. Chambers, vice-presidents, and C. 
D. Kenesson, secretary; E. P. Holmes, V. M. 
Howell and Lawrence Banks, with the officers, 
will form the board of directors; Mr. Holmes 
will be general manager of the company and 
W. W. O’Neal will be production manager. 

The company is new in form only, since it 
is the direct descendant of the first insurance 
venture of Mr. Banks, the Home Accident of 
Fordyce, which was chartered February 1, 1900, 
with a capital of $50,000. 





—Frank C. Griswold, superintendent of agents: of 
the Coanecticut General Life Insurance Company, is 
making a tour of the Southern States. 














THE 
GLOBE 
MUTUAL LIFE 
INSURANCE 


COMPANY 
OF CHICAGO, ILL. 
RESULTS FOR 1921 
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LIFE INSURANCE LIBRARY 


Analyzing Life Situations 
for Insurance Needs 
By Griffin M. Lovelace 


Director, Life Insurance Training Course 
Price, $2.40 Delivered 


The Psychology of 


Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
Carnegie Institute of Technology 
PRICE, $4.25 Delivered 
Selling Life Insurance 
By Dr. John A. Stevenson 


Second Vice-President, Equitable Life Assurance Society 


School of Life Insurance Salesmanship 


NOW READY 





New York University 
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Gain in interest income over last five years..............-. 1300% 
Gain in income over last five years...............-20+e000% 590% 
Gain in admitted assets over last five years................ 503% 
Gain in Insurance in force over last five years.............. 250% 

661% 


Average gain over last five years..............0-. eee e eee 





The above figures are the results of the highest grade of service 
to policyholders and representatives. ‘The latest is 


Claims Paid By Telegraph 


It is the last word in 


SERVICE 


T. F. BARRY, President, General Manager and Founder 











PRICE, $3.75 Delivered 


Meeting Objections 


By Dr. John A. Stevenson 
PRICE, $1.60 Delivered 


House of Protection 
By Griffin M. Lovelace 
PRICE, $1.60 Delivered 
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UTAH SALES CONGRESS 


Commissioner J. W. Walker Gives 
Talk 


BUSINESS MEN AMONG SPEAKERS 


President A. O. Eliason Addresses Meeting 
Twice 

Sart LAKE City, Utan, February 19.—“Do 
not go about urging the public to get in touch 
with my department when they feel their policy 
is not exactly as they expected it would be, 
and don’t yourselves tell the people that some- 
thing is wrong.” This, in effect, is what J. W. 
Walker, Utah Insurance Commissioner, told the 
life men who attended the fourth annual sales 
congress at the Hotel Utah here on Saturday 
last. Mr. Walker said that it was all right for 
an agent to be vigilant and see that unscrupu- 
lous persons did not “put anything over,” but 
he thought it would be far better in many cases 
if the agent would sit down and quietly ex- 
plain a policy of another company rather 
than persuade the holder thereof that some- 
thing is wrong and urge him to see the Insur- 
ance Commissioner. Mr. Walker was a life 
agent in this city before being appointed head 
of the department and has devoted much time 
and thought to raising the ethics of the busi- 
ness since he took office. 

The congress was one of the best attended 
functions of the kind that has been held in 
the State. There were no round-table discus- 
sions, but, in addition to Commissioner Walker's 
talk, two excellent addresses were delivered by 
President Adolph O. Eliason of the National 
Association, and a number of prominent busi- 
ness and professional men of Salt Lake City 
spoke on the business of life insurance from 
their own standpoints. Judge J. A. Howell said 
although the Government could write insurance 
on the soldiers without the aid of the agent, 
it was necessary to get agents to help reinstate 
the lapsed policies. James H. Collins, an offi- 
cer of a prominent local trust company, talked 
on wills and estates. Hon. Herbert R, Mac- 
Millan told why he bought life insurance and 
Lester D. Freed discussed a “Business Man’s 
Reasons for Life Insurance.” 

W. A. Carter, president of the Utah Life 
Underwriters Association, presided at the morn- 
ing session and gave the opening address, in 
which he urged the importance of association 
work. The presiding officer of the afternoon 
was Major Sam M. Parker. 


Montana Life Shows Increases 


During the past year the Montana Life of 
Helena increased its assets by about $646,000, 
while its surplus as to policyholders increased 
about $94,000, this surplus being over one-sixth 
of the entire assets. Its legal reserve also in- 
creased by about $350,000, and its insurance in 
force grew to the extent of $846,000. This 
enterprising company closed the year 1922 with 
admitted assets of $4,717,527, and after provid- 
ing a legal reserve of $3,135,429, and reserves 
for other liabilities, it shows a surplus as to 
Policyholders of $802,506, including $250,000 


capital, after payment of $37,500 dividends to 
stockholders. During the past ten years the 
company has increased its assets from $644,- 
000 to $4,717,000, and its insurance in force from 
$4,606,000 to $33,000,000. The company has 
good territory open in California, Oregon, 
Washington, Colorado, Iowa, Minnesota and 
Utah, and offers good contracts to capable men. 
Its slogan for 1923 is “$10,000,000 issued and 
paid-for business.” 
Manhattan Life Increases Surplus 

In presenting its seventy-third annual state- 
ment, the Manhattan Life Insurance Company 
of New York shows that on December 31, 
1922, it possessed admitted resources aggregat- 
ing $19,706,075, while its unassigned funds and 
capital, constituting its surplus as to policyhold- 
ers, had increased over $26,000 during the year, 
to the sum of $605,148. The company’s chief 
liability was its policy reserve of $17,934,155, 
holds against outstanding insurance 
amounting to $71,418,185. Including death 
claims, matured endowments, disability claims, 
surrender values, dividends, etc., the payments 
to policyholders last year aggregated $2,488,409, 
while the total income of the company exceeded 
$3,250,000. In 1922, the new paid-for insurance 
written, including revivals and increases, was 
$10,485,305. 

It is noted that there are carried among the 
liabilities of the Manhattan Life several volun- 
tary reserve funds, as a measure of conserva- 
There is an asset fluctuation and 
general contingency fund of $200,000 (an in- 
crease of $50,000 during 1922); a fund of 
$100,000 to provide, beyond the regular re- 
serves, for disability benefits, double indemnity 
and accident and health insurance; and another 
reserve of $100,000 which is styled a suspended 
mortality fund. Every possible liability seems 
to have been charged up against the company, 
and additional and increased voluntary reserves 


which it 


tive financing. 


provided, and the company is still able to show 
a surplus as to policyholders of $605,148 (in- 
cluding $100,000 capital), or considerably more 
than a year earlier. The reserves are com- 
puted upon conservative bases, a large propor- 
tion of the company’s insurance being upon a 
3 per cent assumption of interest earnings, some 
at 3% per cent, and only about one-third of the 
reserve being upon a 4 per cent basis. 

Among the principal investments of the Man- 
hattan Life are mortgage loans to the 
amount of $6,808,768; loans on the company’s 
policies, $4,061,561, and bonds and stocks car- 
ried at $3,462,227. The company also had $527,- 
551 of cash in office and bank on December 31, 
last. The company’s investments yield a very 
satisfactory rate of interest. 

Since commencing business in 1850, the Man- 
hattan Life has paid policyholders about $95,- 
000,000, and now holds nearly $20,000,000 for 
their benefit. The company is a sound, well- 
established institution, and it enjoys the con- 
fidence of its policyholders and agents. 


first 


—The 1923 edition of Jahrbuch fur die offentlichen 
Deutschland. Band 7, 
Verlagsabteilung des Ver- 
Feuerversicherungsanstalten in 


leuerversieherungsanstalten in 
1923, has been issued by 
bandes _ offentlicher 
Deutschland. 


TO INSTRUCT SUPERVISORS 


Course Offered at Carnegie for Field 
Men 


SIX WEEKS OF INTENSIVE TRAINING 


Class Limited to Twenty Men of High 
School Education and Over Thirty 
Years Old—Begins April 16 
A practical course in training men in agency 
supervision has been announced by the Car- 
negie Institute of Technology, School of Life 
Insurance Salesmanship, of which Charles J. 
Rockwell is director. A six-weeks’ term will 

begin April 16, lasting until May 28. 

The course was planned after a thorough 
analysis of the duties of an agency supervisor. 
Kor this purpose hundreds of interviews were 
held. Every effort was made in planning the 
course to make the best possible use of the 
short time available, so as to give the students a 
thorough, intensive training. 

Only men will be accepted for this course, 
and it is stipulated that the applicant must be 
at least thirty years of age and a high school 
graduate. The class is limited to twenty 
students. 

Following is an outline of the subjects of 
instruction : 


1. Seeking Agents. 
Where and how to locate prospective agents. 
How to select desirable agents. 


Making Contracts. 
How to sell prospect 
surance, 
Planning his financial program to enable him to 
engage in it. 


the business of life in- 


Training the New Agent. 
Training by reading or correspondence lessons. 
Oral training—individual or in groups. 
Training by joint work in the field. 


Developing the Agent. 
Extending his acquaintance and influence. 
Teaching new and special uses for insurance. 
Improving personality, capacity and methods of 
working. 


Stimulating an Agency. 
Contests, drives, honor rolls and quotas. 
Sales letters, bulletins and circulars, 
Agency meetings and conventions. 


Social Relations. 
Agency business and social organizations. 
Relations between agents; relations to the super- 
visor. 
Enlisting the support of agent’s family. 


Supervisor’s Personal Efficiency. 
Maintaining prestige and sales records. 
Allotment of time and assistance to agents. 
Retaining enthusiasm for the work. 


Field Practice in Supervision. 
The experience of the student is 
directed and reviewed. 
This course, given under normal agency condi- 
tions, is the keystone of the curriculum. 


organized, 


—S. S. Wolfson, vice-president of Nadelweiss & 
Wolfson, Inc., general agents in New York of the 
Manhattan Life of New York, has withdrawn from the 
company and will devote his entire time to field work. 

—During the month of January the Minnesota 
Mutual Life Insurance Company secured a total of 
issued business far in excess of that of any month in 
the past three years. 
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AGENTS WANTED 








For attractive contracts write to 


The Union National Life Insurance Company 


Houston, Texas 


J. C. Stribling, President 


J. M. Yoes, Secretary 














“ON WISCONSIN” 


The Wisconsin National Life Ins. Co. 


OSHKOSH - WISCONSIN 
FINANCIAL STATEMENT JANUARY 1, 1923 


COMMENCED BUSINESS OCTOBER 12, 1908 


ASSETS 


Municipal Bonds at Amortized Values. . 
United States Bonds (par, $242,000) 
First Mortgage Loans 

(50% of Sworn valuation) 
Other Assets... 2.2.05. 


$1,394,208 .61 
238,468 .94 





Less not Admitted Assets... 





Total Admitted Assets...... 
Market value of bonds over ate. vi vali 
$29 667 .25 


LIABILITIES 


ee , PERE 

Other Liabilities. ... 

Surplus set aside for. Contingent Emer- 
—— Mahe air pos Ses Sais Se 

Surplus (Unassigned).. ae 

Capital Stock, Par V alue (F ‘ully p: rid up) 

(Additional Protection to Policyholders) 


$ 25,000.00 
246,463 .41 
400,000 .00 
pines Se etere in etate 671,463 .41 


$ 2,658,859 .72 


Increase in Assigned and Unassigned Surplus 


$55,12 
Increase in Reserves............ 5 Are Seton w eee $ 317,388 .87 
Increase in Admitted Assets ip Ncda Sub ates eee 322,096 .72 
Insurance in Force January 1, 1923 22,474,892 .56 


Increase in Insurance in Force....... ’ ae 5 360, per oo 


Life Policies, number of..... 

Casualty Premiums, 1922....... $ 103, 583. 60 
Increase in Casualty Assets d 11,431 .55 
Paid to Policyholders and Beneficiaries since organizz ation. ahs 1,239,130 .76 
Casualty Policies, number of. . : = ap area por 5,277 


AN OLD LINE LEGAL RESERVE STOCK COMPANY INCOR- 
PORATED UNDER WISCONSIN LAWS 


Operating in Wisconsin, Illinois, Indiana, Michigan and Minnesota. 











1922 


Marks another step forward in 
Life Insurance Service. 
Results for 1922. 


Dec. Insurance Admitted Reserve Surplus to 

31 in Force Assets Policyholders 
1906 $650,460 $120,192 $2,850 $116,517 
1908 $2,099,432 $152,739 $34,076 $117,637 
1910 $3,073,447 $229,723 $94,820 $132,148 
1912 $5, 002, 310 $394, 011 $227, 235 $159, 605 
1914 $6, 463, 504 $585, 435 $397, 823 $169, 320 
1916 $8, 688, 041 $835, 801 $613, 601 $189, 825 
1918 $10,627,482 $1,227,216 $960,212 $177, 618 


$ 244, 006 


1920 $15,480,510 $1,768,972 $1,442, 300 
; $ 292, 294 


1922 $16,000,000 $2,191,371 $1.795, 000 
New rates 
Fair treatment 


New Policies 
Liberal selection 


Live in the ‘‘Sunny South’’ 


For information regarding contracts to sell 
Liberal Policies at 
Attractive rates for a 
Strong Company under a 
enerous contract address 


Fort Worth Life Insurance Company 
Fort Worth, Texas 
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Bankers Reserve Life Makes Gains 

As of December 31, 1922, the statement of 
the Bankers Reserve Life Company of Omaha, 
Neb., shows that that company made excellent 
progress last year, in various items of its re- 
port. The gain in admitted assets exceeded 
$1,111,000, while the net legal reserve increased 
$891,000. ‘The insurance in force, now $81,- 
<90,000, grew to the extent of $1,500,000. The 
assets at the end of 1922 aggregated $12,865,- 
396. The principal liability was the net legal 
reserve, $10,484,240, and the unassigned sur- 
plus and capital was $1,451,938, an increase of 
about $73,000. Among the liabilities are divi- 
dends left with the company, $228,357, and pol- 
icy dividends for 1923, $463,021. Among the 
company’s investments are noted State, county, 
municipal and school bonds valued at $7,917,081, 
and first mortgages on real estate, $1,228,800. 
The company also had cash in office and bank 
amounting to over $580,000. President Robert 
L. Robison and his associates merit congratula- 
tion upon the progress of the year. 


Substantial Gains of Wisconsin National 
Life 

An inspection of the statement of the Wis- 
consin National Life of Oshkosh as of Jan- 
uary I, 1923, shows that that energetically man- 
aged compariy again made substantial gains 
during the past year. Among these are the fol- 
lowing increases: In assets, $322,097; in re- 
serves, $317,389; in insurance in force, $1,860,- 
001; in casualty assets, $11,432. The company 
now reports, $2,658,860 of admitted assets; a 
legal reserve of $1,933,659, and a surplus as to 
policyholders of $671,463, made up of capital, 
$400,000; surplus set aside for contingent 
emergencies, $25,000, and unassigned surplus, 
$246,463. The company now has $22,474,893 
of insurance in force, and has paid to policy- 
holders and beneficiaries since organization, $1,- 
230,131. It has 14,924 life policies and 5277 
casualty policies outstanding. The company has 
$200,000 on deposit with the State of Wisconsin. 
C. R. Boardman is president of the Wisconsin 
National Life, and is assisted in the administra- 
tion of its affairs by a capable staff of officers. 


Liberty Life of Topeka Progresses 


The successive annual statements of the Lib- 
erty Life Insurance Company of Topeka, Kan., 
indicate a surprising rate of progress on the 
part of this enterprising company. It started 
in May, 1919, with $125,000 of assets, and at 
the close of that year had $136,103 of resources. 
Its assets at the end of each of the three fol- 
lowing years were respectively $274,574, $501,- 
531 and $888,242, the increase, last year, thus 
being shown to have been about $387,000. It 
has likewise steadily increased its insurance in 
force, until at the end of 1922 it had $12,822,- 
200 of insurance outstanding. Of its assets the 
sum of $257,743 represents surplus as to policy- 
holders, including $200,000 capital, and its chief 
liability is its life reserve, $579,671. It also has 
an accident reserve of $18,524. The Liberty 
Life is now doing business in Kansas and 


Nebraska, but expects to enter other Western 
States in the near future, and has exceptional 
opportunities available for capable and pro- 
gressive men. An interesting feature in the 
history of the Liberty Life, of which company 
W. S. Metcalf is president, is that during its 
first two dividend-paying years it paid nearly 
$40,000 more in dividends to policyholders than 
was paid by any other life insurance company 
during their first two dividend-paying years. 


Progress of A=tna Life Group 

Remarkable gains were made last year by the 
Aftna Life Insurance Company of Hartford 
and its affiliated companies, the A*tna Casualty 
and Surety Company and the Automobile In- 
surance Company. The three companies com- 
bined now have assets amounting to $236,215,- 
067, and a combined surplus to policyholders of 
$35,095,186. The increases in these items for 
the three companies last year were respectively 
$17,067,651 and $3,893,206. The combined in- 
come of the trio last year was $80,251,447, and 
they have paid policyholders since their or- 
ganization $512,183,590. 

The AEtna Life closed 1922 with $207,041,779 
of assets, an increase of $15,323,733, and a sur- 
plus to policyholders of $25,225,223, an increase 
of $2,945,701. In addition, it increased its 
special voluntary reserves by $2,250,000. The 
7Etna Life wrote new paid-for life business 
last year amounting to $351,294,985, and in- 
creased its life insurance in force to the sum of 
$1,334,026,507. Since organization the A¢tna 
Life has paid policyholders $455,873,043. The 
company writes life, accident and health, lia- 
bility and workmen’s compensation insurance, 
and also life, accident and health group insur- 
ance. 

The Attna Casualty and Surety Company 
now has assets of $16,539,300, a gain of $1,- 
080,433, and a surplus to policyholders of $5,- 
607,479, an increase of $534,970. The Auto- 
mobile Insurance Company now reports assets 
of $12,633,988, with a surplus to policyholders 
of $4,262,485, the. increases having been re- 
spectively $663,485 and $412,535. These compa- 
nies cover automobile, fire, marine and general 
casualty insurance, as well as writing fidelity 
and surety bonds. Morgan B. Brainard is 
president of this strong group of companies. 


Virginia Agents of Metropolitan Meet 


The Richmond agency of the Metropolitan 
Life, headed by Superintendent W. J. Shilling- 
burg, held its annual rally on February 24. All 
meetings were at the Jefferson hotel. The fore- 
noon session was given over to a discussion 
of sales topics, while in the afternoon there 
was a conference between Vice-President Dr. 
Lee K. Frankel and the physicians, nurses and 
welfare workers. In the evening there was a 
banquet. Besides Dr. Frankel, other officials in 
attendance were: President Haley Fiske, Vice- 
Presidents Frank O. Ayes and Robert Lynn 
Cox, and Superintendent of Agents W. H. 
Stewart. A number of agents from other points 
in Virginia and West Virginia also attended. 
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PIONEER OF INDUSTRIAL 
INSURANCE 
Prudential Insurance Company of 


America Leads World in Indus- 
trial Business in Force 








HIGH AVERAGE FOR’ INDUSTRIAL 
POLICIES WRITTEN IN 1922 





A Year of Unusual Achievement in Many 
Respects—Summary of 1922 Statement 


The romance of industrial insurance in 
America is largely told in the growth and de- 
velopment of The Prudential Insurance Com- 
pany of America, the pioneer in this field of 
underwriting in this country. The Prudential 
holds the world’s leadership in actual amount of 
industrial insurance in force, in the amount of 
industrial insurance written in any one year 
and in the amount of industrial insurance in- 
creased in any one year. 

According to the annual statement as of 
December 31, last, agents for The Prudential 
wrote during the year 1922 new industrial poli- 
cies, including revivals and increases, number- 
ing 3,207,068, an increase in number over 1921 
of 125,525, the total amount of these policies 
being $779,181,264, or $92,727,585 more than 
the amount written in 1921. The total number 
of industrial policies in force in The Prudential 
is 21,550,716, representing $3,519,582,283 of in- 
surance, an increase over 1921 of 1,336,988 poli- 
cies for $364,880,720. , 

In addition to this remarkable record in in- 
dustrial business, The Prudential field force 
wrote 312,285 ordinary policies for $531,860,619, 
which includes revivals, increases and group 
policies, numbering ninety for the sum of 
$30,512,653. The total ordinary business in 
force is now represented by 2,082,235 poli- 
cies for $2,794,665,382, an increase over that 
of 1921 of 152,730 policies for $281,277,066 
of insurance. Combined insurances written, re- 
vived and increased in 1922 amounted to $1,- 
311,041,883, represented by 3,519,353 policies. 
With an aggregate increase in policies ‘of 1,- 
489,718 for $646,166,795, The Prudential on 
January I, 1923, had in force 23,632,951 policies 
for $6,314,247,665 of insurance. 

In the year just closed The Prudential added 
$116,889,000 to its admitted assets, making the 
total as of January 1, 1923, $906,397,225. In- 
creasing at the same rate this year as in 1922, 
The Prudential will, before January 1, 1924, be 
possessed of more than a billion dollars of 
assets. 

In 1922 The Prudential paid to policyholders 
in death ciaims, endowments, annuities, divi- 
dends, surrenders and other benefits under its 
contracts $87,039,502, of which $21,052,381 alone 
was paid in dividends. 

Total income during 1922 was $261,136,485, 
of which $216,036,949 was represented by pre- 
miums, about $45,000,000 being derived from 
interest, rents and all other sources. Total dis- 
bursements, including payments to policyhold- 
ers, were $140,235,817, so that there was saved 
out of income for additions to reserves and 

(Continued on page 31) 
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protection for its employees. 


furnishes the family’s finances for the coming year. 


PROFITABLE BY-PRODUCTS 
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IN THE SOUTH, COTTON IS KNOWN AS THE “MONEY CROP”? for it finds an immediate market and 
However, the real profit of the crop is not in the little white 
tufts which are woven into cloth—the big profit is in the by-products of the plant such as oil, meal, stock feed, 


THE BIG VALUE of Group Insurance to the Agent is in its by-products. 
of a group policy is attractive, but it is from the by-products that the big profits are made. 

TO THE AGENT writing the case, every employee, sound physically, covered by the group policy is a prospect 
for regular life and accident insurance. 


—The executives of the firm are prospects for large individual lines of insurance. 
—The officers and directors are prospects not only for large lines of personal insurance, but also for corpora- 


—Employees in the office and the factory are prospects for life, and accident insurance. 
—The heads of departments, superintendents, and foremen are prospects for large amounts of Accident, 
and Life Insurance, including monthly income policies. 


VALUABLE AS ARE THE LINES of insurance tributary to every group contract, not the least of its by-products 
is the prestige conferred upon the Agent closing the case. 
realized upon by the wideawake Agent. 


UNDER THE MISSOURI STATE LIFE PLAN, no firm is too small to obtain the advantages of Life Insurance 


Write the Group Department for details regarding our plan of group coverage. 


‘The regular commission on the sale 


This prestige carries with it a cash value which can be 
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Missouri State Life Insurance Company 
M. E. SINGLETON, President HOME OFFICE, St. Louis 





Life Accident Health Group 




















MICHIGAN INVESTMENT BILL 
Would Require Life Companies to Invest 
Reserves Locally 
Lansinc, Micu., February 24.—Perhaps the 
most drastic piece of insurance legislation that 
has been introduced thus far in the Michigan 
Legislature was thrown into the hopper this 
week by Representative Little, member of the 

house insurance committee. 
The bill, known as No. 225, provides for 





compulsory investment by life insurance com- 
panies operating in the State. 
The first section of the bill tells the whole 


story. It reads as follows: 


Section 1. Each and every life insurance 
company now engaged or that may hereafter 
engage in transacting the business of life insur- 
ance in.this State shall, as a condition of its 
right to transact such business in this State, 
invest and keep invested in Michigan securi- 
ties, as hereinafter defined and in Michigan real 
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estate as hereinafter provided, a sum of mont 
equal to at least 75 per cent of the aggregat| 
amount of the legal reserve required by th 
laws of the State of its domicile to be malt 
tained on account of its policies of insurattt 
in force written upon the lives of citizens °! 


this State, which reserve is hereinafter desis 


nated as its “Michigan Reserves,” and each st 
company securing a certificate of authority ' 
do business in this State shall be deemed ! 
have accepted such certificate subject to all ti 
conditions and requirements of this act. 
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for future protection of policyholders $111,900,- 
668. There was added to surplus funds in 
1922 $2,549;210, bringing this account, including 
paid-up capital of $2,000,000, up to $35,800,873. 

During 1922 the Prudential made mortgage 
joans of $99,000,000, pursuing a liberal invest- 
ment policy in this respect by making a 
large number for moderate amounts on dwel- 
lings, thus materially aiding in the re- 
lief of the acute housing shortage among wage- 
earners and persons of moderate means. Sub- 
stantial loans were also made on farm 
ands and industrial plants. The management 
has pursued a policy of benefiting as many in- 
terests as possible in placing its investments, al- 
ways with due regard for safety and reasonable 
interest yield as a protection to its millions of 
policyholders. 

The company has its home office buildings 
in the city of Newark, N. J. Home office em- 
ployees are well cared for by an organized 
welfare service, rest rooms, recreation halls, 
library, etc. The Prudential has conferred 
many benefits upon the insurance world and 
the insuring public alike by its enterprise in 
compiling and disseminating many millions of 
pamphlets dealing with the benefits of insurance 
as well as subjects of health, patriotic and 
other public interest. 

The Prudential enters 1923 under conditions 
which augur well for ‘continued expansion 
hased on the public confidence to which it is 
justly entitled. 

December 31, 1922, presents the first annual 
statement following the election to the presi- 
dency of Edward D. Duffield, and that year 
shows the greatest progress in the company’s 


history. 


—Thomas W. Tate, formerly assistant manager in 
the Charlotte, N. C., branch office of the United 
States Fidelity and Guaranty, has become secretary 
and treasurer of Mosle & Meriweather, agents of the 
company at Asheville, N. C. 








Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C, Behan, Supt. of Agencies 








NIAGARA POLICIES 
REINSURED 


Metropolitan Takes Over Business 
with $1,740,000 of Assets 


DEPARTMENT NOT LAX 


Examination Report Shows Every Effort 


Was Made to Save Company and 
Protect Policyholders 

Since the announcement last week by the 
State Insurance Department of New York of 
the taking over of the Niagara Life Insur- 
ance Company of Buffalo, C. C. Fowler, special 
deputy in charge of the administration of the 
company, has arranged the reinsurance of its 
outstanding Metropolitan 
Life Insurance Company of New York. The 
Metropolitan also acquires $1,740,000 of the 
assets of the Niagara. The deal was made 
possible after the courts disallowed a claim of 
the First National Bank of Warren, Mass., 
for $39,000. The Insurance Department is hold- 
ing about $170,000 more in order to satisfy the 
legitimate debts of the company. 

Despite the criticism that has been made in 
some of the newspapers by certain public 
officials, the State Insurance Department was 
aware of the facts long before the developments 
of the past two weeks and was only delayed in 
its action by its inability to prove an impair- 
ment in the funds of the Niagara Life. The 
department had no authority to interfere until 
such impairment should occur. The proving 
of such an impairment in the face of the 
clever schemes of the principal stockholder, 
J. B. Marcino, was exceedingly difficult. 

Letters between the officers and directors of 
the company and the insurance department, dat- 
ing back to the beginning of Marcino’s inter- 
est in the company, testify to the vigilance of 
On one occasion the substitu- 
those 


policies with the 


the department. 
tion of non-admissible 
already in the vaults of the company was pre- 
vented and the impairment of the company’s 
funds forestalled temporarily. When it was 
some action was necessary, it took 


securities for 


seen that 
nearly three weeks to prove an impairment that 
the department examiners were almost sure 
existed. The necessary proof was obtained by 
a trip to Philadelphia, during which the Penn- 


sylvania bank examiners were persuaded to 
go into Marcino’s bank there. ‘The conditions 
found warranted the disallowance of the 
Niagara’s deposits there, thus creating an im- 
pairment, and court order to take control of the 
company was immediately secured. 


Indiana National to Reinsure 

Subject to approval by the Indiana and other 
insurance departments involved, the Indiana 
National Life Insurance Company will reinsure 
in the Missouri State Life, St. Louis. Tenta- 
tive contracts have been signed already. 

The Indiana National was some time ago ac- 
quired by the Hawkins Mortgage Company of 
Portland, Ind. The company has been in con- 
stant difficulty with the Indiana Department 
since that time, which has culminated in the re- 
insurance deal. The Indiana National has, dur- 
ing past years, itself reinsured many smaller 
Indiana life companies. 





c_ Ask for— 


“Assume something ; 
push the buyer 
over the line” 


a booklet telling how direct-mail ad- 
vertising—the most effective adver- 
tising to-day for local, limited terri- 
tory requirements—will build 
volume of business for any fire in- 
surance agency. 


Lively, timely little facts are contin- 
ually jumping out into startling evi- 
dence in a fire insurance agency— 
facts developed by real service to 
the property owner, and which if 
made known in a proper way to 
your possible clients will bring their 
insurance writing to you, because 
men go where it is known their need 
will be most intelligently cared for. 


Direct-mail advertising puts the know- 
ledge of such service before property 
owners in a very personal way. My 
service on the plan, fuliy outlined in the 
booklet, is for only one agency in a city. 
Write for the booklet 16A now. 


WILLIAM S. HULL 
Direct-<Mail Sales Service 
¢eMMADISON, CONNECTICUT 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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THE 
Liberty Life Insurance Company 


LIBERTY LIFE BUILDING 
TOPEKA, KANSAS 


Economy with efficiency was the vital point in mind when The Liberty Life 
began business. At no time has this principle been departed from, with the result 
that this Company has made a sound and stable growth in keeping with our ex- 
pectations. 


Although dividends paid by our Company to policyholders have been larger 
than those paid by other companies, during a like period, our Surplus has steadily 
increased. 


During the first two dividend paying years The Liberty Life of Kansas paid 
$39,980.00 more in dividends to its policyholders than was paid by any other Life 
Insurance Company during a similar period. Of the three companies paying the 
next largest amounts in dividends during their first four years, one had a slightly 
larger amount of Insurance in force, and the other two companies had practically 
the same amount of Insurance in force as The Liberty Life. 


During the year 1922, The Liberty Life collected more in renewal premiums on 
business written during our first twelve months than was collected on the same 
business during the year 1921; thus showing more reinstatements on this business 
in 1922 than there were lapses, surrenders and death losses combined. 


WE BELIEVE THIS IS AN UNPRECEDENTED RECORD 





Financial Statement as of December 30, 1922 











ASSETS LIABILITIES 
Mortgage Loans........... $514,480.00 | Reserves, Life.............. $579,671.18 
Liberty and Municipal Reserves, Accident......... 18,524.32 
EL CCT (ee eee 210,933.41 | Taxes, Current Bills, etc.... 2,233.92 
Cash on Hand and in Banks. 48,628.75 | Premiums Paid in Advance.. 1,911.21 
Policy 1:0ans.............. 34,960.74 | Interest Paid in Advance.... 1,017.12 

Accrued Interest........... 13,996.99 | Claims in Process of Adjust- 
Deferred Premiums, Net.... 33,694.30 ment (Accident)......... 6,629.85 
(Other Assets... ... 5.0 esc 31,548.08 — Other Liabilities........ 16,695.54 
TENE Cy cc) i oe 200,000.00 

Gross Assets............... $888,242.27 | <apita , 
at Adadiee Aerts. 3,815.93 ROMEO 9 oc cans c sisrciaraw aa isiecs 57,743.20 
Total Admitted Assets.... $884,426.34 Total Liabilities.......... $884,426.34 
Assets May 6, 1919.............. $125,000.00 
Assets December 31, 1919................ $136,102.51 
Assets December 31, 1920............. $274,574.30 
Assets December 31, 1921....... $501,531.35 


Assets December 30, 1922... . $888,242.27 
Insurance in Force December 30, 1922, $12,822,200.00 





Now operating in Kansas and Nebraska. Will enter other Western States soon. Exceptional 
opportunities for a few capable, aggressive and progressive agents. If interested, write the 


Home Office. 





THE PERFORMANCE of The Liberty Life Insur- 
ance Co. is A RECORD OF PROMISES KEPT. 











The Art of Insurance 
Salesmanship 


Number 4 of 
William Alexander's 


Educational Series for Life In. 
surance Agents 


Full of Instructive and Enter- 
taining matter 


PRICES: 
SINDIC CODY 6 o:6.6 nike sei dsecnee $ 2.00 
POLO POR. oo 6 ciccieers) ocd eccveierors 47.50 
RR aR rrr ete 90.00 
BOO cioeccceasiesieieeces cs, GSROO 
ERD MSC ya ccc 0t stenyieve sustele Orne 425.00 
BOO) So Scares eave ereusienste = SOD 


THE ART OF SELLING 


A Practical Handbook by 
JOHN S. TUNMORE 


For the Use of Insurance and 
Other Salesmen 


Warns of Pitfalls; Stimulates; 


Inspires 
PRICES, SILK CLOTH BINDING 
Single COPY...........secc0e. O head 
25 copies.........--+- 4+. 33.75 
a. <hevessaceaascovaae Jae 
PO ee icaicsusisie s/eyatertcoreainieiel © AMAR 
Me Acermepmaemaaccae ae 
ee = -sesvenceoueuwoedes 525.00 


It is seldom that life insurance 
men are privileged to secure new, 
helpful books from two such well- 
qualified authors. One of them, 
Mr. Alexander, is a company exec- 
utive in charge of the education 
and instruction of agents, and in 
close daily touch with agents; he 
knows their needs and their ex- 
periences. The other, Mr. Tun- 
more, is a great personal producer, 
as well as a successful director of 
agents—one who can not only sell 
insurance himself, but tell others 
how to do it. 


Both of these books are pub- 
lished by 


THE SPECTATOR COMPANY 


Cuicaco OrFice: 135 WiLLIAM STREET 
INSURANCE EXCHANGE NEW YORE 
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Automobile Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 


Automobile Liability 

Insurer inducing assured to file petition in 
pankruptcy to avoid payment of judgment 
against him secured by person injured by 
gssured’s negligence; action by trustee in 
hankruptcy against insurer for interference 
with assured’s affairs. 

A novel decision has been rendered by the 
Supreme Court of Kansas in an action by a 
trustee in bankruptcy of the assured’s estate 
against the insurer of the bankrupt’s automobile. 
A person who was injured by the assured’s 
negligence recovered a judgment of $2500 
against the assured. This judgment was not 
paid by the insurer and under the terms of the 
policy an action thereon could not be maintained 
by the assured until the loss had been paid in 
money. In the present action it was alleged 
that the insurer, to prevent the maturity of the 
obligation and avoid the payment of the insur- 
ance, wrongfully interfered with contractual 
rights and persuaded and induced the assured 
to withhold payment or enforcement of the 
judgment and to that end had employed attor- 
neys to resist proceedings in aid of execution 
and also by persuading and prevailing upon the 
assured to file proceedings in bankruptcy, all of 
which was done to prevent payment or satis- 
faction of the judgment and to evade and de- 
feat liability on the indemnity contract. It ap- 
peared from evidence which the jury believed 
that the attorneys for the insurer appeared and 
conducted the proceedings by which the assured 
resisted the payment of the judgment. Also 
that an agent of the insurer approached the 
judgment creditor with an offer of compromise 
and told him if he did not accept the amount 
offered he would not get anything, as the 
assured would go into bankruptcy. The court 
in discussing this testimony added: 

“What the adjuster said would happen actu- 
ally did happen. Sterrett (the assured) fol- 
lowed the course marked out by the represen- 
tative of the defendant. It appears the home 
was held in his wife’s name, and that he took 
the benefit of the bankrupt act. This evidence 
of itself was not conclusive as to the charge 
made against the defendant, but it was compe- 
tent testimony and with other testimony and 
circumstances brought out tended to prove the 
unlawful interference of the defendant to pre- 
vent the ripening of a liability against it for 
the indemnity and to prevent the payment of 
the judgment. It tended to show that it dom- 
inated Sterrett and employed him as a factor 
in evading the maturity of its obligation for 
indemnity and in defeating the payment of the 
judgment. 

. “A contention is made that the court erred 
in the instructions given to the jury. One com- 
plaint is that there was no basis for an instruc- 
tion that if a finding was made from the evi- 
dence that the defendant assisted Sterrett in 
the proceedings in aid of execution and in the 
bankruptcy proceeding, that fact in connection 


¢ 


with the other evidence might be considered in 
determining whether the defendant induced or 
procured Sterrett to refuse payment of the 
Anderson judgment. We have ascertained that 
there was evidence tending to prove the facts 
recited, and hence there was no error in the 
instruction. 

“Another instruction challenged related to 
the payment of the expenses of the litigation. 
The jury was advised that the defendant had 
a right to pay the necessary expenses incurred 
in defense of the action in which the judgment 
was obtained against Sterrett, and that items 
of expense paid for that purpose could not be 
considered in determining the liability of the 
defendant in this action, but, if the expenses 
contributed by defendant were not used in pay- 
ing the actual expenses of the Anderson action, 
the jury might consider it for what it was 
worth, taking into consideration all the facts 
disclosed by the evidence in regard to the lia- 
bility of the defendant. There was evidence of 
checks sent and remittances made by the de- 
fendant to its attorneys, but the president of the 
testified that these were for ex- 
It was a ques- 


association 
penses in the Anderson action. 
tion for the jury to determine the credit to be 
given to his testimony as to whether the remit- 
tances were for the necessary expenses of that 
litigation, and if they so found they were told 
that they could not consider them in determin- 
ing the liability of defendant in this action. We 
discover no material error in the instructions. 

“Criticism is made of that part of the charge 
in which the court in effect said that the Ander- 
son judgment created an obligation of the high- 
est order, and that the law does not impute to 
Sterrett an intention to evade or defeat the 
obligation of the judgment and, if the jury 
found that he would probably have paid the 
judgment voluntarily or involuntarily but for 
the interference of the defendant by inducing 
him not to pay it so that defendant could not 
be compelled to pay the indemnity which it had 
contracted to pay, or if it had induced Sterrett 
to become a bankrupt and thereby be discharged 
from the payment of the judgment, the plaintiff 
would be liable. In that connection the jury 
were told: 

“Tt is not necessary for the jury to find 
with absolute certainty that Sterrett would have 
paid the judgment to Anderson if the defend- 
ant association had not meddled in the matter, 
if you find it did meddle, but it is necessary 
that the jury shall find that there was a reason- 
able probability that a man in Sterrett’s condi- 
tion in life, taking into consideration his finan- 
cial ability, his earning capacity, and all other 
facts shown in the evidence, would have paid 
said judgment voluntarily or involuntarily, had 
the defendant not meddled.’ 

“There is no good ground for complaint of 
the statement that the law does not impute 
to Sterrett an intention to evade or defeat the 
obligation of the judgment. Fraud and wrong 
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is never to be imputed without satisfactory 
proof. The instruction as given does not carry 
the import assumed by defendant that, as the 
law did not impute such a purpose to Sterrett, 
somebody must have persuaded or induced him 
to do it, and that somebody was the defendant. 
In the instructions the jury were told not to 
find against the defendant unless the evidence 
established that it had meddled and interfered 
to prevent the payment of the judgment. The 
part of the instruction which related to the 
certainty of proof that Sterrett would have 
paid the judgment if the defendant had not 
meddled in the matter accords with the rule 
laid down in the opinion on the former appeal 
where it was said: 

““Absolute certainty that Sterrett 
have paid the judgment, if the defendant had 
not meddled is not essential. A fair and rea- 
sonable probability is all that need be estab- 
lished.’ Emerson v. Indemnity Ass’n, 105 Kan. 
242, 182 Pac, 647. 

“Aside from the evidence as to the inter- 
ference with contractual rights. by defendant, 
there was testimony produced tending to show 
that Sterrett was earning about $4500 a year, 
had an automobile worth about $2000, had pur- 
chased a home, the title of which had been 
taken in the name of his wife, and that when 
he tcok the benefit of the bankrupt act his only 
indebtedness other than a few small items was 
the Anderson judgment of $2500. The indem- 
nity in question to which he was entitled was 
sufficient to have met this obligation. Instead 
of procuring and using the indemnity for that 
purpose he yielded to the influence and machina- 
tions of the defendant, whose purpose was, ac- 
cording to the evidence, to disable Sterrett and 
prevent the payment of the judgment and thus 
evade its obligation to pay the indemnity. Some 
objections were made to rulings on the admis- 
sion of testimony, but in these we find nothing 
substantial.” 

It was held that the insurance association was 
liable to the trustee in bankruptcy for the full 
amount of the judgment for $2500, with inter- 
from the time it was rendered. 
Western Automobile Indemnity 
Kan. ; 211 Pac. Rep. 622. 


would 


est thereon 
Emerson ?. 
Ass'n. 





Automobile Theft 


Breach of warranty; statement that auto- 
mobile was model of 1916 when in fact it 
was model of 1913 void policy. 

Among the warranties, an application for an 
automobile theft policy was one that it was a 
model of 1916. In an action on the policy it 
appeared that the automobile was a model of 
1913. The ccurt held that this was a warranty 
of material matter and that as it was false, 
there could be no recovery under the policy. 
Felakos v. Aztna Insurance Co., N. J. 
: Fi9 Atl 277. 
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EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
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CONSULTING ACTUARY 
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CONSULTING ACTUARY 
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Associate Actuary 
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FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
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SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCELAWYER 


502 Forsyth Bldg. ATLANTA, GA 














WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinat ons and Audits in all Branches of Insurance 


43 Cedar Street, New York 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service” 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 





Marcus Gunn, Consulting Actuary; 
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Casualty, Surety, Etc. 
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w. B. YOUNG 


CONSULTING ACTUARY 
AND ACCOUNTANT 
D. R.. McClurg, Associate 


430 Peters Trust Bldg. Omaha, Neb. 
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Examiners and Adjusters 

















Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performances—Weshow 
results. Send for booklet of references. Liability, Com- 

tion, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 

















Insurance Attorney 








Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 








Virginia Fire and Marine Makes Gains 

The ninety-first annual statement of the Vir- 
ginia Fire and Marine of Richmond shows that 
the company made handsome advances during 
1922, Among these were a gain of about 
$176,000 in assets and about $91,000 in net sur- 
plus. Its assets as of January I, 1923, aggre- 
gated $3,071,317, and its surplus to policy- 
holders was then $1,570,671, including $500,000 
capital The gain in surplus referred to was 
made after the payment of $50,000 of dividends 
and an increase of $55,000 in the voluntary re- 
serve for contingencies, the company’s actual 
earnings having been about $196,000, including 
both underwriting and investments. The pre- 
mium income increased last year about $32,000, 
having amounted to $1,171,859. President 
William H. Palmer and his associate officers 
are entitled to congratulation upon the results 
of the year’s operations. 


site John Hancock Mutual Life of Boston has 
Issued a Tax Digest, covering Federal taxacion of life 
‘nsurance proceeds and premiums, including Federal 
estate tax, 





EQUITABLE LIFE PROMOTIONS 
Ray D. Murphy Made a Vice-President— 
Meredith C. Laffey Becomes Treasurer 
—Other Appointments Confirmed 
The board of directors of the Equitable 
Life Society, New York, 
meeting last week at which four new promo- 
tions on the executive staff of the organization 
Meredith C. Laffey was made 


Assurance held a 


were confirmed. 
treasurer of the company, Ray D. Murphy be- 
came second vice-president, R. G. Holt took the 
post of assistant treasurer, and Walter H. Jones 
All of the men appointed 
the knowledge of experience to their 
Mr. Laffey had been analyst and bond 
statistician for the company for some time and 


was named auditor. 
bring 
tasks. 
later became assistant treasurer. His advance- 
ment marks the reward of effort, and as treas- 
urer he will have control of all financial matters 
under the direction of the finance committee. 
Mr. Murphy, after completing his course at 
Harvard, joined the Equitable as assistant ac- 
tuary in 1913 and had charge of the annual 
dividend bureau. 


Old Line Life of Milwaukee Makes Good 
Report 

The outstanding features of the statement of 
the Old Line Life Insurance Company of Amer- 
Dec. 31, are the 
facts that it wrote $10,400,000 of new paid-for 
insurance, and closed the year with $44,250,000 
force; that its admitted 


ica, Milwaukee, as of 1922, 


of life insurance in 
assets on Dec. 31, last, exceeded $4,750,000 (an 
increase of over $1,000,000) ; and that its in- 
come in 1922 was $1,674,000. The gain in life 
insurance in force was nearly $6,000,000, last 
year. and the increase in income was nearly 
$280,c00. Since organization the Old Line Life 
has paid policyholders and beneficiaries over 
$1,000,000. The company is progressively man- 
aged and shows increasing strength from year 
to year under the competent management of 
President Rupert F. Fry, and his associates. 


United Fidelity Life Progressing 

The United Fidelity Life of Dallas, which 
operates only in Texas, now has $10,161,108 of 
insurance in force, although it only began busi- 
December 1, 1920. D. E. Waggoner, 
chairman of the 
ciates, organized the company and is active in 
its conduct, states that its promotion and or- 
ganization was effected without payment of 


ness 
board, who, with his asso- 


any commission or brokerage for the sale of 
its stock. Its capital, surplus and special fund 
(beyond liabilities) 
The company’s new business in January last 


now aggregate $076,000. 


was nearly three times that of January, 1922 


Underwriters Statistical Bureau Moves 
Downtown 

Statistical 

Fifth avenue, 


Inc., 
heretofore located at 153 New 
York, has moved to more convenient quarters 
at 50 John street. This Bureau renders com- 
plete statistical service, preparing 
statements, and is equipped with tabulating and 


The Underwriters Bureau, 


assists in 
calculating machines for other work, such as 


preparing cancellation and reinsurance sched- 


ules, etc. 


B by 


New York Legislation 
AuBANY, N. Y., 28.—Bills 
been introduced in the legislature, amending the 


lebruary have 
workmen’s compensation law, as follows: 

Senator Reiburn, amending sections 15 and 
16, relative to protracted total disability in con- 
nection with permanent partial disability re- 
lating to the aggregate weekly amount pay- 
able. 

Assemblyman Lyman, amending sections 12 
and 20, by reducing from fourteen to seven 
days the non-compensated waiting period after 
an accident. 

\ssemblyman Lyman, amending subdivision 
three, section 15, increasing the compensation 
for certain permanent partial disabilities. 
bills introduced 
amending the insurance law: 

Senator Bouton, amending section 231, pro- 
benefit 


The following have been 


fraternal 
membership upon 


issuance Dy 


viding for the 
societies, of certificates of 
the group plan. 
Assemblyman Hutchinson, amending subdivi- 
by providing that every 


sion 3, section 121, 


agreement or rider, attached to a standard fire 
insurance policy, must be plainly printed in type, 
the face of which shall be not smaller than 
eight point. 

sion 4, section 231, by increasing the maximum 
amount of total benefits payable by fraternal 
benefit societies, operating on the lodge plan. 

The Senate has passed the bill of Senator 
Lacey, amending subdivision I, section 231, in- 
surance law, by fraternal benefit 

maintaining a full reserve, to issue 
to members whole life, limited payment and 
certificates, in addition to other 
forms authorized by this article. 

The House has passed the bill of Assembly- 
man Hutchinson, amending section 13, insur- 
ance law, by providing that the State Super- 
intendent of Insurance shall receive a deposit 


authorizing 


societies, 


endowment 


as well as a domestic insur- 
whenever deposit is 
another State, as a 
that State. 
The House committee on insurance has re- 
ported favorably the biil of Assemblyman 
Hutchinson, amending section 60, insurance law, 


from an insurer, 
ance corporation, such 
1 
! 


yy the laws of 


required 


condition of admission to 


prohibiting misrepresentations by mutual insur- 
ance companies, and fraternal benefit societies, 
operating on the subordinate lodge system. 
Effort Made to Swindle Home Stockholders 
Officers of the Home Insurance Company of 
New York have been considerably disturbed by 
an apparent attempt by some person as yet un- 
known to swindle stockholders of the company. 
Manv of the old stockholders in New England 
have received a letter saying that the Home 
is about to increase its capital and that the 
signer will attend to the holders’ rights for an 
immediate consideration. 
Vice-President T. C. 
letter to the stockholders warning them of the 


Buswell has issued a 


nature of the swindle which is being attempted. 





—The annual agency gathering of the Gem City 
Life Insurance Company, Dayton, Ohio, was held 


recently. 
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‘“‘The Company of Substantial Progress’’ 
HELENA, MONTANA 
e 
Statement at Close of Business December 31, 1922 
ASSETS LIABILITIES 

Book Value of Real Estate................. 1 $28,500 .00 Reserve (less Reinsurance) ........ 00... cc ee ee cece cece ee + $3,135,429 00 
Real Estate Loans and Bonds.............ccecccceeevees 1,871,071 .72 Extra Reserve for Double Indemnity and Total Disability.... 130,165.00 

Policy Loans 930.629 .87 Present Value of Future Payments Under Monthly Income 
Beem es SES PONCICS 6. .56:5.6. 0.8: a MP TO EET OCR 18,671.00 
Renewal Premitio: Notes... 5... 5s: ss ees ewe ne ss 47,697 .95 Death Claims Reported (Complete Proofs not Received, etc.). 40,112.00 
State, County, School District and City Bonds and Warrants. 826,784.61 Coupons left with Company and Interest Thereon........... 502,517 .00 
m Ps a : ” KAN 79% Premiums Paid in Advance. er ee re I ee ea 15,405.13 
nanerty and Victory Bonds .............-..--00+eeeeeeees apart Unearned Interest Paid in Advatice. ..... occ cscs eisveess 29,437 .91 
SO eNNRIR URINE Yo 5 05 ch. 25 0hon in. 8,s9.co Wer w SCS ay Awl erdoul sarees 58,573 .34 Medical Examiner’s Fees and Inspection Fees (Accrued)..... 1,691 .00 
Certificates:of Deposit (Bonded)... . 20.55.22 sce ncceseess 191,012.53 Other Accrued Bills. . sania Sol efaval er 6. oa coce bata scope i ial s ee acare OeKG wate 11,592.83 
Outstanding Net Premiums within Policy Reserves and all Accrued Taxes (Ketimated) ...-. 2... +rsererererserscnsess _ aes 
MNO INANE EN IION IS i Fe Gigs wi Scaled iced Grand nlp dud aera mio ener 222 .532..21 $3,915,020 .87 
eS a Ue be ey Bhar ay DG" grok waren wee np oeerlan epee ene, oral atelier eats 250,000 .00 
Ey CC Ne ss 5 anise OS NS 01s Oe A OSE We Eee es wei R EES 552,506 .36 





Admitted Assets - - = = $4,717,527.23 $4,717,527 .23 
SURPLUS TO POLICY HOLDERS $802,506.36 


PROGRESS 5 Year Periods) 
ADMITTED ASSETS INSURANCE IN FORCE 


Dec. 31 Dec. 31 
1912 $644,226 .86 1912 $4,606,750.00 


1917 $1,925,369.94 1917 $20,598,402.00 
1922 $4,717,527.23 1922 $33,000,569.00 


EXCELLENT CONTRACTS FOR CAPABLE AND RESPONSIBLE MEN. TERRITORY AVAILABLE—CALIFORNIA 
OREGON, WASHINGTON, COLORADO, IOWA AND MINNESOTA 


H. R. CUNNINGHAM, Vice-President and General Manager. 

















AGENTS AND BROKERS! ADD TO YOUR 


INCOME PUBLIC LIFE INSURANCE CO, 


LEARN OF NEW OPPORTUNITIES FROM THE BOOK 


SURETY BONDS $500,000 Authorized Capital 


BY EDWARD C. LUNT 
A well known surety official and underwriter of long experience is now offering 





THE CHAPTER TITLES EMBRACE 


Preliminary and General Topics Judicial“ Bonds | SPECIAL INDUCEMENTS 


The Underwriting of Fidelity Risks from Contract Bonds 
the Standpoint of the Principal Depository Bonds | 
Underwriting of Fidelity Bonds from the Fiduciary Bonds | for 
| 
| 
| 
| 


Special Classes of Fidelity Bonds ee 

Position Fidelity Bonds Prohibition Bonds 
Special Fidelity Bond Topics 

Bankers’ Blanket Bonds 

Public Official Bonds—General Considera- 


ens ets it The Custody of Collateral Security 
SUPERINTENDENTS and ASSISTANTS 


License and Permit Bonds 

Special Classes of Surety Bonds 
Automobile-Conversion Bonds 

A Diffident Word to Home Office Execu- 


tions " 
Public Offisil Bendo—Cortain teneortent tv Correspondence Treated Confidentially 
Species of the Genus Suggestions to Agents 


Write today; we may have just what you want 
a 


TABULAR INDEX—FIRST AID TO AGENTS | 


An appendix contains a Tabular Index which is described as “First Aid to Agents,” and 

which, with notes, occupies 12 pages. It lists about all the important kinds of bonds that | 

me vo the day’s work, shows the a - — lists pal eh ve | 
eneral Manual where it is treated and the section of this book where it is dealt with, anc 

refers to notes giving general underwriting information about particular bonds. : ALFRED CLOVER 9 General Manager, 

Surety Bonds contains 370 pages of information which will be found of great service by | Chairman of the Board 

surety underwriters, agents and brokers. 


Price per Copy, $2.50, Delivered. Discounts in Quantities. 


108 So. La Salle Street CHICAGO, ILLINOIS 
THE SPECTATOR COMPANY 


Selling Agents 
CHICAGO NEW YORK 
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{EL STONECUTTERS 

THE THREE STO! : 

).00 

> .00 

| .00 

2.00 

| .00 

>.13 

7.91 i 

00 A passer-by saw three stonecutters, all apparently 

shes doing the same thing. 

).87 

s 

a "one he asked, ““What are you doing)” And the 

= Of one | ked, “What : loing?”” And tl 
reply was, “I am working here for wages.” 

The second was asked the same question, and replied, 

“T am cutting stone.” 

- But the third had still a different reply; he said, “I 
am helping to build a Temple here.” 

0 m 

aa We like to think that the scores of companies to whom 
we furnish Casualty Reinsurance are not in the game 
solely to make money; not just writing insurance; but 

—— are building and strengthening a vast Temple of Pro- 

ia asad . . 
tection for the American people. And we are proud to 
be able to have a part in the accomplishment. 











HI Idealistic>? Yes——but intensely practical! 
, , 





Employers Indemnity 
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: Corporation 
\TS 
E. G. TRIMBLE, President 
j 
yant KANSAS CITY 
CHICAGO NEW YORK 
. Jack Woodhead Baird & Co., Ine. 
Insurance Exchange 50 Pine Street 
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, | 
THE EUREKA LIFE INSURANCE COMPANY FIRE AUTOMOBILE MARINE 
of 
BALTIMORE, MARYLAND 
Incorporated 1882 THE AMPTON OADS 
A regular OLD LINE Stock Life ee | ‘AI 
Company, issuing all the STANDARD FORMS o ; 
POLICIES, INDUSTRIAL and ORDINARY. FIRE ann M ARINE 
JOHN C. MAGINNIS, President JOSH. N. WARFIELD, Jr., Sec’y & Treas | C 
J. BARRY MAHOOL, Vice-President J. HOWARD IGLEHART, Medical Directo" NSUP ance OMNPatty 
NORFOLK, VIRGINIA 
C. A. CRAIG, President N. H. WHITE, 3rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-Presid C. R. CLEMENTS, S dT ; 
J nd Vice-President ecretary and Treas Address , Office Bar Agency Chenin 
TheNational Life and Accident Insurance Co. ice tio satel es, eee 
OF NASHVILLE, TENN. President Vice-Pres. and Gen. Mgr. Secretary 
Combination Policy of Industrial Insurance Covering semen 
Sickness, Accident and Death TO SUCCESSFUL LIFE INSURANCE MEN 
The Great-West Life hz in various territories for industri — 
$150,000.00 ine chdlar ho ten geodaee sunita, “To cuanr Company cites ty ates ee ae 
Deposited with Treasurer of Tennessee by policies and service, which, year after year for many years, have built up the largest volume of new 
— pe oroon Ngee ? any ve Company. The business in force of the Great-West Life 
£12.0,00 i Octgber 1922." ve years — commencement—from $862,200 in 1892 to well ove 
| Admitted Assets, Jan. 1, 1922-3 COMBINATION —— thay sg “feng Great-West Life, Offices at Detroit, Mich., Minneapolis, Minn, and 
RN $3,207,539.00 Hi igs THE GREAT-WEST LIFE ASSURANCE COMPANY 
qHE 3 in] WINNIPEG Head Office CANADA 
oR LIFE 
IF E HEALTH 
— ACCIDENT 
xe powcr, ||| TO MEN WHO CAN QUALIFY 
—PAYS— _ 
INSURANCECO. DOUBLE DEATH ost 


Northern Life Building 
SEATTLE, U.S.A. 














D. P. MORGAN 
President 


KOME OFFICE, SEATTLE, U.S.A. 
Reliable Representatives Wanted 


| 
| 
| 
| 





BY ACCIDENT 
Loss of Hands, Feet, 


yes 
Permanent Disability 
Benefits 
Monthly Indemnities 
Sickness or Accident 














‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘“‘The Best Company In Dixie” and We 
Will Grow Together. 


E. C. HINDS, President 


(Gtton States 


LIFE INSURANCE CO-"ennis. 














“IF 


Your training, experience and knowledge of the life insurance 
business qualifies you to operate a general agency in 


CENTRAL ILLINOIS 


for an established and successful Old Line Mutual Life Insur- 
ance Company not now represented there 
WE WANT TO TALK WITH YOU 
A Home Office official will arrange a liberal contract on a basis 
that will assure success. 
REAL MANAGERS ARE AGENCY BUILDERS AND 
WE WANT A MANAGER IN FACT AS WELL 
AS IN NAME. 

All negotiations strictly confidential. 

Address Superintendent of Agents, c/o THE SPECTATOR 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a 


Agency basis. 


General 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 











We want a general agent in every locality in Illinois 
and Indiana where we are not now represented. 
Excellent territory open to men of character. Policies 
up to date and non-par. 
holders. 


Do not write us unless you mean business. 


ence required. 











ATTENTION 


1200 influential stock- 


Refer- 


Chicago National Life Ins. Co. 
Room 324, 202 S. State Street, 
Chicago, I]linois. 
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Federal Surety Company 


Home Office, Davenport, lowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


W. L. TAYLOR 
Vice-President and General Manager 














Detroit Fidelity 


and 


Surety Company 


Is already one of the largest companies 
writing fidelity and surety bonds ex- 
clusively. New agents are being ap- 


pointed every day. 


Address the 


Agency Department 
Milwaukee and Cass Avenues, Detroit, Mich. 


ANOTHER ‘PROSPEROUS YEAR 


The Bankers Reserve Life Company 
HOME OFFICE, OMAHA, NEBRASKA 


FINANCIAL STATEMENT, DEC. 31, 1922 
RESOURCES 


State, County, Municipal and School Bonds... . 
First Mortgages on Real Estate ............. 
Loans to Policy Holders... ........000.663s600e6 
RR OSU SE RUG eras aiid cotta or tarahs si ger ata 
Renewal Prennum Notes. .... 20... 060 0c00 ee 
CaS Ite ONCE rs 8 os oS gS eee 


$7,917,080 .65 
1,228,800. 00 
2,577,718 .44 

209,368 .46 
161,067 .92 
1,528 .45 





Cain tt Bane. oo sed os as a to oe 578,526 .89 

Accrued Interest on Securities............... 96,572 .44 

Premiums in Process of Collection........... 94,732.73 

TRG RAB Sep bh aria etree Sear dt ana ae $12,865,395 .98 
LIABILITIES 

Net Leoal Neseries. 2... oo ec ee esleese es $10,484,240 .00 


228,357 .24 
39,968 .65 


Dividends Left with Company.............. 

Death Claims Reported, no proofs........... 

Unearned Interest, Premiums paid in advance 
Bich CORNERICING.. «5 co's celia cre ialis wanes 

Capital Stock Paid up..... 

Policy Dividends Calculated for 1923 

PHASSIGHICEE UUM PLES 3 ose ico sci saree aici els 


197,871 .60 
100,000 .00 
463,020 .77 
iv 351 937.72 


SOCAN er 5 55 cass ae ok aa rae do aes $12, 865, 395. 98 


RECORD OF 1922 


Gain in Admitted Assets............. $1,111,126.52 
Bonds and Mortgages Owned......... 9,145,880.65 
Business Issued and Revived. ........17,555,000.00 


Paid Policyholders and Beneficiaries... 1,285,674.65 
Aggregate Interest Income. 617, 367.55 
Legal Reserve Protecting Policy holders. 10,484,240.00 


Business in force $81,500,000.00 


A SOLID, CONSERVATIVE COMPANY 
GROWING STRONGER AND STRONGER 


Officers 


ROBERT L. ROBISON, President 
WALTER G. PRESTON, Vice-President 
JAMES R. FARNEY, Vice-President 
RAY C. WAGNER, Sec’y and Treas. 




















UNUSUAL OPPORTUNITY 


A highly suecessful Western company desires the services of 
an agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement 
all communications, giving qualifications, experience, and other 


Address 


information to 
ROCKY MOUNTAIN, 


Care of THE SPECTATOR. 
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AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 








Company’s Home 
Office Building 


GENERAL AGENTS 








An up-todate company, with a clean 
record of over 50 years and over $16,000,- 
000 of assets, writing low premium, non- 
participating insurance, will give desirable 
contract to good General Agents in New 
Jersey and Maryland. 


Address Box No. 500, THE SPECTATOR, 
P. O. Box 1117, City Hall Station, New 
York, N. Y. 














GENERAL INSURANCE OFFICES 


WILL IN 1922 
PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
general offices that have life departments are pleased with 
results. 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gen- 
eral insurance office. In 1922 this Company will make a 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 





FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers 
of life insurance. Last year we distributed 47,604 
direct leads—all interested prospects who had re- 
quested information. In 1921 this service, and 
Fidelity’s original policy contracts, brought us 
within 714% of the unparalleled new business result 
of 1920. 

Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $223,- 
000,000. Faithfully serving insurers since 1878. 


A few agency openings for the right men. 
THE 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


WALTER LeMAR TALBOT, President. 

















A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL: 











PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


The Provident, organized in 1865, as The Provi- 
dent Life and Trust Company, preserves a con- 
tinuous corporate existence, but, having mutualized, 


will be known hereafter as the 


PROVIDENT MUTUAL 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition 
which have arisen from fifty-eight years of con- 
spicuous fair dealing. 

The policies of the Provident Mutual contain 
new and attractive features, including the recently 
adopted and exceedingly liberal Total and Perma- 
nent Disability Clause. 

An Increased Dividend Scale for 1923. 
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THE BOOK NO FIRE INSURANCE MAN CAN AFFORD TO BE WITHOUT 


1923 EDTION—NOW READY 


FIRE INSURANCE INSPECTION 
AND UNDERWRITING 


BY CHARLES C. DOMINGE AND WALTER O. LINCOLN 


Members National Fire Protection Association, 
Examining Underwriters Association and 
Insurance Society of New York 


A Complete Fire Insurance Reference Work Under One Cover 
Over 1000 Pages of Profitable Information 
More Than 5000 Subjects Treated 


Numerous Illustrations 


THIRD EDITION, ENTIRELY REVISED AND GREATLY ENLARGED 


Over 500 New Subjects; 37 New Illustrations; 250 Additional Pages. 
Subjects are arranged alphabetically and well cross-indexed. 


Subjects covered embrace practically all fire and special hazards of 


Chemicals, Processes and Materials Used in Manufacture or Commerce, 


Standard Fire Insurance Policy Conditions, Definitions of Insurance Words and Phrases, 
Descriptions of Various Forms of Insurance, Dangerous Subjects Under Trade Names. 


The third edition of the above-named book, of which the earlier editions 
have proved very beneficial to those engaged in fire or marine underwriting 
or in the prevention or extinguishment of fire, will be of even greater service, 
especially to 


Insurance company managers Fire marshals Inspectors Underwriters 
Department managers Insurance clerks Local Agents Counter men 
General agents Insurance brokers Loss adjusters Map clerks 
Special agents Examiners Marine underwriters Placers 
Schedule raters Students 


Handy Size—Thin Paper—Flexible Cover 


PRICES: 
Per Copy (regular edition) $6.00 
ee ee ee ee $ 65 ee ee $190 
ee eee $120 De is 9b 4 as 9 4 eons $330 


Edition de luxe, real flexible leather, gilt edges, thumb indexed, $10. 


THE SPECTATOR COMPANY 
Publishers 


CuHIcAGO OFFICE 135 WiLti1AM STREET 
INSURANCE EXCHANGE NEW YORK 
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WE WANT AGENTS 


to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


ad “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 





HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 

Premiums received during the year 1922 

Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc 

Amount added to the Insurance Reserve Funds 

Net Interest Income from Investment 
($722,352 in excess of the amount required to maintain the 
reserve) 

Actual mortality experience 52.87% of the amount expected. 

Insurance in Force 

Admitted Assets 


$7,369,835 


5,400,769 
2,206,762 
2,110,922 


$232,163,052 
46,253,715 
FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 

















Pi CE N 1X ASSURANCE COMPANY 
LIMITED, OF LONDON 
(ESTABLISHED 1782) 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 








EXCELLENT OPPORTUNITY 


tor Reliable, Energetic men to represent us in the states of 
(Minois and Missouri with direct Home Office contracts, Liberaj 
policies. 


Clarence J. Daly, President 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
DENVER, COLORADO — 








CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 

‘“‘THE OLDEST SCOTTISH INSURANCE OFFICE” 

U. S. Head Office: 
CALEDONIAN BUILDING 50-52 Pine Street, N. Y. City 

CHAS. H. POST, U. S. Manager 

R. C. CHRISTOPHER, Assistant U. S. Manager 


PUBLICATIONS OF C. & E. LAYTON, _ 


The undersigned are sole agents in the United States for the old est 


publishing house of Charles & Edwin Layton of London, England, wh 
publications on fire, life, marine and other branches of insurance cnbeece Ca 
valuable and standard treatises on these subjects. 


SEND TEN CBNT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 

















GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California. 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St 
Louis, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 


Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
Delaware 

cENRY P. BLAIR 

. JOSEPH SANDERS 

WILLIAM A. BENNETT 

: ALLEN C. CLARK 

. GILBERT A. CLARE 


WASHINGTON, D. C¢. 


President 

Vice President. - : . - : 
2nd Vice President (Agency Supervisor) . 
Secretary ° . . : 
Actuary ‘ ‘ ° 


Main Office, 816 14th Street, N. W., 

















The Third Supplement To The Handy Guide, 1922 


The third supplement to The Handy Guide to Premium Rates, Appli- 
cations atid Policies, 1922 edition, has been issued by The Spectator Com- 
pany. This supplement contains new policy forms and premium rates of 
prominent companies, and brings The Handy Guide fully up to date. 

Copies of this supplement will be ; to those subscribers to The 
Handy Guide whose names appear on ” »ectator Company’s book, at 
35 cents each, while the price to non-sul ; will be 50 cents. The three 
supplements to the 1922 edition of Th ly Guide will be furnished to 
subscribers to that book for $1. The Handy Guide, with the first two sup- 
plements bound in, will be furnished for $4.70 for the plain edition, and 
$5.05 for the thumb-indexed edition, sent postpaid on receipt of price. 
Orders should be addressed to 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREE> 
INSU@aNCr EYCHANGE NEW YORK 


THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An “Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested 




















YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 


Industrial Life and Health | 
Insurance Company | 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one ps 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President | 
I. M. SHEFFIELD, Secretary ¢ | 


























